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THE COLORADO FUEL AND IRON CORPORATION 


GOLD STRAND® 
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PAINT CONDITIONERS 





“Tube System”’ Paints Absolutely Safe eT elcelati-t-ve) 

The new tube system makes a Red Red Devil’s EXCLUSIVE, patented, Red Devil Paint Conditioners are guaranteed to mix 
Devil Paint Conditioner manda- positive action clamp grips can paint perfectly. They are guaranteed against defect 
tory. The NEW offset can clamp firmly by the ends—rather than’ in parts or workmanship. Withir 

on the Red Devil No. 30 mixes by the sides—seals lid’in place hase Red Devil w id=) ole] mae) aad -1 0) (od -VA 
tube system paints PERFECTLY during entire shaking action akol gel -Pmclah ae oLolamelm olelarmel-ti-1gilial-oM (ol ol-Mel-ti-14 


gal. 

* 60 cycle, 

on: 1350 per min. 

: automatic, integral 

er—30 sec. to 15 min. 

ccessories Available: Ped- 

estal base, Pedestal base 

with feet, Counter base, 

Square can adapter, Four 
can adapter. 


omes with adapter for shaking 
OUR ONE GALLON CANS IN CARTON— 
bpeeds service—up to 4 times as fast. 


Capacity: Up to 5 gallons, U, S. Standard. 
Oscillation: Patented triple three-way action. 
Motor: 44 HP, 60 cycles, 100 volts AC (other 
currents and explosion proof motor available). 
Operating Space: 154%” x 39”. 

Standard Attachment: 2 gallon; odd size adaptors. 





AC CC( UHL 






Also Available: 
No. 31 Portable Paint Mixers 


3 models available to fit up to 5,30 and 55 gallon drums. 


Call your jobber 
Union, N. J., U.S.A. TODAY! 
World’s Largest Manufacturer of Painters’ and Glaziers’ Tools Since 1872. 
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You sell more 
ammunition 


when you sell 


Peters 


“High Velocity” 


Again this year, powerful national advertising will mean more 
sales of Peters “High Velocity” ammunition. Make sure you're 
ready —stock and display the entire Peters line today. 


Big game guides, shooters, and hunters everywhere know there’s 
no more powerful ammunition in the world, than Peters “High 
Velocity.” 


nalts 
PACKS THE \ POWER! 


“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. ‘ 
For Details Circle 3 on INQUIRY CARD 








reasons why BOYCO’S 
VALENCIA 


IS THE LINE THAT PULLS: 


It’s made by the manufacturer of popular Boyco products 





The Valencia line is competitively priced 

All Valencia garden tools have rugged hardwood handles 

They have the same quality steel heads as famous Black Beauties 
They carry the U.S. Steel quality label 


Order VALENCIA for the budget-minded gardener and 
Boyco Black Beauty garden tools for your premium line. 


UNITED STATES STEEL PRODUCTS 


5100 SANTA FE AVENUE, LOS ANGELES, CALIFORNIA + 1849 OAK STREET, ALAMEDA, CALIFORNIA 
DIVISION 


S&S TAT ES > ) 8 € L 
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STANDARD 
Model 


Treated canvas 
hamper with steel 
tray supported 
on swivel casters. 


A Top 
Value! 


wooDd 


SWEEPERS 


Three new models in Wood’s smart tan- 
gerine and blue colors. Full 30” sweep. 
Push or power driven. Thoroughly 
tested in service, and backed by one of 


Simple Posi- Ne ; 


tive Adjusting Levers set the brush 
height and cowl angle. Just move the levers 
to reset for sweeping walks or sweeping lawn. 
No nuts or bolts to fiddle with! 


the oldest names in the hardware busi- 
ness. You can sell these big-ticket profit 
makers with confidence, and there is a 
good market for them nine months of 
the year. Write us for the name of your 
TRU BLU sweeper wholesaler today. 


The Wood Shovel & Tool Co. 
Piqua, Ohio 





Power Driven 


ESTATE MODEL SWEEPER 
DELUXE 


Self dumping all steel 


Bright woven Saran plastic ham- 
per, with steel tray riding on 
rubber tire disc wheels. Two 
spring latches release hamper 


and tray from sweeper giving 
you a low, open end cart for 
transplanting, weeding, and 
other “stoop” work. 


1%, h.p., air cooled, 4 cycle 
motor with recoil starter. 
Clutch and throttle on hamper 
handle. Hinged tray bottom 


TRU 


% ca 


flips debris back in hamper, 
away from sweeper. Tray tilts 
and back opens to dump as 
illustrated above. 
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Let's Merchandise Replacement 
Hardware 


Two years ago this month an editorial appeared in Hardware 
World appealing to the builders hardware manufacturers to study 
the possibility of selling replacement hardware. 

It was our idea that this could be big business . . . really 
big business ... and most of it could be done through retail hard- 
ware channels. 

We were not thinking of the occasional replacement of a 
worn out lockset, but replacement of the entire hardware through- 
out the house .. . locksets, cabinet hardware, bathroom hardware. 

It can be sold and rather easily. When the inside of the house 
is painted the owner very often finances the job through FHA 
improvement loans. It would only take a few more doliars per 
month to make a total replacement in the home. It also would 
not take too much effort to convince Mrs. Housewife that her 
decoration job is not complete until she has the latest design in 
hardware on her doors, cabinets and walls. 

Actually it is a very odd thing that there hasn’t been a de- 
mand from the consumers for replacement hardware. But the 
answer is simple . . . the industry hasn’t sold design or even con- 
sciousness of the existence of hardware. Everyone takes it for 
granted. Apparently very few people even look at it. 

The entire hardware industry can change that. They can 
make the public aware of the beauty of hardware as well as its 
function. They can sell the doorknob first, the mechanism next. 

The tight money market has cut new home starts enough to 
make the hardware industry think about this untapped market. 
Some manufacturers are beginning to do something about it now. 

There are more than 30,000,000 single dwelling units in this 
country. Just 1/30th of this would be 1,000,000 dwelling units 
which equals the amount of peak new home construction. Maybe 
it would take a few years to get anywheres within that figure, 
but it seems feasible that the industry could get up there if it 
set its collective sights for such a goal. ; 

The goal is worth the effort of the retail hardware man to 
do a little exploring on the subject himself, and if he finds this 
market can be sold, start asking manufacturers for the designs 
that will be necessary to merchandise replacement hardware. 
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that’s why it 
always pays 
to sell 
GREENLEE 


The minute you hand a GreENLEE tool 
to a customer, he can “‘feel’’ the 

fine quality and extra workmanship that 
go into its making. Every GreEeNnLeE 
tool is carefully formed and finished for 
accuracy and correct cutting edges... 
and properly heat-treated for strength 
and long life. Built to do day-in, day- 
out hard work swiftly and cleanly, 
GrEENLEE tools bring /asting satisfaction. 
This means that more customers keep 
coming back to you for more fine tools, 
when you sell Greenzesg. Line includes 
famous GREENLEE 22 Solid-Center Auger 
Bits . . . Electric-Drill Bits . . . Expan- 
sive Bits... Chisels... Gouges... 
Turning Tools... Drawknives . . . and 
many more. Ask your wholesaler, or 
write for free, new complete catalog. 


TOOLS FOR CRAFTSMEN 





FREE! HAND TOOL 
PROFIT CHART 


Quickly converts cost per dozen of various 
items into unit cost. Gives profit percentages 
on selling prices and on costs, to help you 
rapidly figure your markups. Tells your 
profit story in seconds. Free to hardware 
and building supply dealers . . . send 
request on your letterhead. 


GREENLEE TOOL Co. 


1784 HERBERT AVE... ROCKFORD, ILL. 
For Details Circle 6 on INQUIRY CARD 





OUR READERS WRITE 
... to the Editor 


Reprints February Editorial 


Dear Sir: 

In looking through the February 
issue of HARDWARE WORLD, I 
read your extremely well written and 
appropriate editorial titled ‘“One- 
Twelfth is Almost Zero.” 

We feel that this is so exceptional 
that we would like very much to have 
it reprinted for distribution to our 
field men and our dealer organiza- 
tion. We would appreciate receiving 
your permission for reproduction of 
this editorial and of course we will 
give credit to you and HARDWARE 
WORLD in making our copy. 

L. E. Zeller 

Sales Department 

John Bean Division 

Food Machinery and 
Chemical Corpor- 
ation 

Lansing, Mich. 





Permission Granted 


Dear Mr. Albin: 

We read with interest your edi- 
torial on Page 5 of the February 
1957 edition of HARDWARE 
WORLD. 

The message contained therein cer- 
tainly packs a lot of punch and we 
feel it is a valuable thought to pass 
along. I am wondering if we may 
have permission to reprint your edi- 
torial, in part, or complete in a fu- 
ture issue of WATERWAY, our 
dealer publication. 

Your kind consideration in this 
matter will be appreciated. 

With best wishes, 

Robert R. Besch 

Public Relations Department 

F. E. MYERS & BRO. COMPANY 

Ashland, Ohio 


"Wilco," Mr. Ish 


Gentlemen: 

I am asking a favour of you. On 
page 52 of the December issue of 
HARDWARE WORLD you have a 
picture of Max Ish doing a char- 
acterization of Ben Halliday on the 
road. I happen to be the man doing 
that job. I am wondering if there is 
any chance of getting one of those 
pictures. 

Thanking you for any trouble this 
may cause you. 

Max E. Ish 
331 Main St. 
Salinas, Calif. 
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REGINA HANDS YOU A PRESOLD MARKET 
ON THESE FAMOUS FAST SELLERS 


Color-advertised this spring to 


47 million customers in 21 magazines 


REGINA 


¢ Unique, lightweight vacuum cleaner 

Does all cleaning without attachments 

Easiest vacuum you can sell—even sells as “extra” to customers 
who already have a vacuum 

Presold—or quickly sold on demonstration 


Retail List, $49.95 


POLISHER and SCRUBBER 


‘ EE A ct TORE ag. 8 6 so eRe { 
¢ America’s most popular polisher THE REGINA CORP., 520 W. 7th St., L.A. 14, Calif. 


Best in appearance, performance I am interested in (] Model TS Polisher 
Thousands still giving trouble-free service after 25 years in use and [) Electrikbroom 
Made by world’s largest makers of twin-brush polishers Please send me: 


ow at P [J Name and address of distributor for my territory 
e 5 , $ . a. —_ . 
Retail List, $64.50 plus excise tax CI Regina dealer helps 





STORE NAME____ 





MAIL ADDRESS 
This Coupon 
Today! 


ee ! | STATE 


SIGNED__ 





In Canada: Switson Industries, Ltd., Welland, Ontario 
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Grow with the growing industry... 





We dare you 


... to display plastic pipe up front 
where your customers 
can see it...and buy it! 


the most profitable move your store can make 











mplete packaged-pipe-and-fittings line 
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YARDLEY PIPE MERCHANDISERS 


These Tell ’n Sell Displays will make you 
the headquarters for plastic pipe 


@ TELL 'N SELL DISPENSER DISPLAY STAND |@) SINGLE REEL DISPENSING DISPLAY 


Watch plastic pipe sales grow 
with this colorful merchandis- 
ing center on your floor, Dis- | This single-reel display dis- 
plays and dispenses four reels 
of PressuRated pipe, plus a 
full range of boxed fittings sales-maker for its size you 
and clamps. can have in your store. Com- 
pact, it occupies only 6 sq. ft. 
Display rack occupies of floor space. Made of sturdy 
only 12 sq. ft. of floor 
space. Made of heavy- ; i ; 
duty steel tubing with can't miss its target display 
metal shelf for fittings message printed in bright, eye- 
and clamps. Easily as- catching colors. 

sembled. Three-color 
panel tells the plastic 
pipe story—turns look- 
ers into buyers. 


penser is the most powerful 


tubular steel. Your customers 


Display stand only $15.00 Freight paid Stand with selling aids, less pipe, dealer cost only $2.95—Postage paid. 





©} ADVERTISING AND SALES AIDS 


Plastic pipe sales call for plas- Window or wail streamers 
tic fittings! Here's an added 
source of profits for you with 
Yardley's complete line of plas- 
tic fittings — high-impact fit- 
tings of Styrene or Nylon. 


Display case comes to 
you at no cost with your 
order for fittings. In- 
cludes popular sizes of 
tees, ells, adapters, 


couplings and clamps. . Stuffers 
Electric Signs >. Mailing pieces 


Newspaper ad mats ~ Consumer advertising 


YOUR FIRST STEP TOWARD INCREASED PROFITS 
ea . . . clip this coupon and mail today! 
L r 


° ° e YARDLEY PLASTICS COMPANY 
biggest and best-selling line 142 PARSONS AVENUE, COLUMBUS 15, OHIO 


P LA S Ti Cc P l - E spine complete details about Yardley plastic pipe 
PressuRated and pipe merchandisers. 
Twin-du-it a 
Sub-du-it ‘iii 
Kralastic (rigid pipe) City ond Stote____ 





Name. 
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VINYL WEATHER STRIPPING 
BRAIDED NYLON LINE 


YOU CAN PUT YOUR ae sco 


CONFIDENCE IN THE ae 


SASH CORDS 
CLOTHES LINES 
MASON LINES 


* 5 1 FISHING LINES 
7B NYLON CASTING LINES 

es STARTER ROPE 
: * JUMP ROPE 
MOP HEADS 

, ; WRAPPING TWINES 
bea,” KITCHEN LINES 
‘@) EXPRESS TWINES 


CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 


MIGHTY [YIde 


Sel, WOOD UE 


FOR EVERY HOME AND SHOP USE 


Self-service Display Cartons 
Squeeze Bottles - 2, 4, 8 oz. sizes 


Full contre. an, oF i ° 
directions fee ceuneri! with Spout-cap 
on every 


bottle g E 3000 Ibs. per square in. test 


OOD 


} GLUE | : Article 910—2 oz. bottles 
i packed 2 dozen per carton 
EASILY APPLIED 
Article 910-B—4 oz. bottles 


moni weaut Gane tent” packed 1 dozen per carton 
J mary sracncm J | Article 910-C—8 oz. bottles 

ae packed 1 dozen per carton 

3.000 tas per SQUARE INCH 








Art. 910 





al. 
-{* ORDERS OF $50.00 OR MORE, FREIGHT for furniture, cabinets, 


fixtures, fabrics, 
leather, rubber, 
decorative laminates 


PREPAID. Orders of less than $20.00 f.o.b. Mill, 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- 
nesota, Dallas, Texas, or Waynetown, Ind. Orders 
of $20.00 to $50.00, freight allowed to $1.00 per 
cwt. Freight prepaid does not include extra charges WHEN YOU DISPLAY THE 


incurred outside carrier's regular zone of delivery. tt Sella! 


Py , CAROLINA 
Cleveland Mills Company | ss." a eer 











Van Nuys, California Minnesota Dallas 26, Texas 


ESTABLISHED IN 1873 Waynetown, Indiana 
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THE LEADER IN SALES FOR OVER 15 YEARS *® 


WATER BAGS 


ar THE REASON : 3 


Today’s Eagle Water Bags are the 


finest made, highest quality water bags your 
customers can buy. Farmers, tourists, 
outdoorsmen have preferred Eagle for over 
15 years. For cool drinking water, and for boiling 
radiators, Eagle Water Bags are everybody’s 
favorite. Backed by a written guarantee. 
You profit more with Eagle. 


another 
ORDER FROM YOUR HARDWARE WHOLESALER 


H. WENZEL TENT & DUCK CO, «+ ST. LOUIS 4, MISSOURI 





Merchandise Now In The News 








125—HOME-MADE RAIN over an 
area up to 75 feet in diameter is made 
possible by new, low-priced version 


of “impulse” or “interrupted jet” 
sprinkler. Simple thumb screw ad- 
justs flow through various sprays to 
full stream, also determines breadth 
of watered area. Chromed brass head. 
—wW. D. Allen Mfg. Co. 


126—NO FREE LUNCH for hungry 
rabbits and other pests when new 
“Rabbit-Rap” protective aluminum 
mesh wrapping is used to protect 
young, costly trees and shrubs. Made 
of tough, slit and expanded, aluminum 
material cuts with ordinary scissor 
and is applied directly to trees and 
shrubs without stakes or frames.— 
Research Products Corp. 
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127—CALL A HALT to spreading 
weeds, grass and roots with new alu- 
minum lawn edging. The corrugate 
strip is about 4 inches wide and comes 
in roll 100 feet long, it is tamped into 
ground in a four-inch-deep slot cut 
with spade. Edging has rolled edges 
and may be cut with home shears.— 
Reynolds Metal Company. 


128—TILT THE WORK not the work- 
man with this angle adapter, which 
permits placement of this vise in any 
position required by user. Vise works 
equally well in any upright or on-its- 
side position and is made vastly more 
versatile by the adapter. A boon to 
home work shops.—Columbian Vise & 
Mfg. Co. 








129—OLD OAKEN BUCKET (in this 
case made of rare wormy chestnut) 
is a decorator’s delight and comes in 
three finishes: Antique (almost black), 
English Chestnut (brown), and Early 
American (reddish brown). Bound 
with three one-inch solid brass bands. 
Use as planter or “what-have-you.”— 
Richmond Cedar Works Mfg. Co. 


130—ROLL OUT THE “BARROW” 
with pride and ease if it’s this top 
quality job built for easy handling of 
gardening and general around-the- 
house jobs. 3% cu. ft. capacity tray is 
18-gage steel, 10-inch ball-bearing 
front wheel with 10x2.75 puncture- 
proof tire. Red enamel tray with white 
trim.—Ohio Machine Products, Inc. 
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For additional information on 
any item shown on these 








131—DUAL-FUEL Range is latest in- 
novation in built-in cooking units. 
Features two giant electric burner 
elements and two standard elements 
separated by a “Live-Flame” gas 
broiler-griddle in the center. Broiler 
rises to counter-top level, with all con- 
trols in front. — Chambers Ranges, 
Inc. 


132—“ONCE OVER LIGHTLY” is all 
it takes to maintain a well groomed 
lawn with this 1957 model 18-inch 
rotary lawn mower. Powered by a 1.75 
hp. 4 cycle engine, this model fea- 
tures two-tone color styling in bright 
matador red and shore-line beige. 
“Suction-Lift” cutter bar prevents 
damage from solid objects.—Johnston 
Lawn Mower Corp. 
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pages, please circle number 
on the Reader Service Card, 
facing Page 72 in this issue 








133—“REAL SQUARE,” but only in 
shape, is this new square spray sprin- 
kler. This low pressure spot sprin- 
kler is made of weather-resistant 
vinyl plastic and is ideal for watering 
areas along sidewalks and driveways 
where overspray is an annoyance. Un- 
der increased pressure it covers up to 
25 sq. ft-—Resnite Div.-Borden Chem- 
ical Co. 


134—“THRU THE DARKEST NITE” 
this new red globe, kerosene lantern 
will provide safety light with greater 
visibility and resistance to tempera- 
ture change. Thirty-two ounce fuel 
supply will burn for 100 hours and 
makes lantern especially suitable for 
barricade marking and warning uses. 
—R. E. Dietz Co. 


135—“BANISH K-P” with this auto- 
matic peeler for potatoes, carrots, 
turnips, beets, apples, pears and 
radishes, which removes only micro- 
thin layers of peel, retaining precious 
nutrients ordinarily lost in hand peel- 
ing.—Mouli Manufacturing Corp. 


136—“BUILD A BETTER .. .” tank 
ball . . . and the world will buy it 
reasoned the makers of this copper 
top, long life, spin seat model, after an 
exhaustive national study. Bottom has 
propeller vanes for positive seating. 
—Schaul Mfg. Co. 


137—HANDY-PACK of four most 
popular sizes of carbide-tipped ma- 
sonry drills is offered in a convenient 
see-thru plastic kit. Drills are of high 
quality materials such as are used in 
regular sizes with length only differ- 
ence.—S. U. Expansion Bolt Co. 
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NEW PRODUCTS —Continued From Page 13 





138—EVEN IN THE DARK this 1957 
model of the “Night-Lighter” clock- 
radio will tell hour, date, month and 
day of week. Features a_ phosphor- 
ceramic coated “Panelescent” lamp. 
Brightnes of lamp may be controlled 
from back of set.—Sylvania Electric 
Prods., Inc. 


1389—AFTER YEARS of research 
and development a new “General pur- 
pose centrifugal pump” which, ac- 
cording to the maker, embodies all 
the better design features of finer 
pumps into one and at lower cost, has 
been released to the market. All-iron 
construction.—E. L. Price Pumps Co. 


140—“FILL-ER-UP” with this com- 
pletely redesigned line ef galvanized 
oil and gasoline filler cans for home, 
garden and farm use. Features seam- 
less dome-shape shell with double- 
seamed bottom and no top or side 
seams. 26-gage steel used throughout. 
—Eagle Manufacturing Co. 
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141—“OLD HICKORY” has given 
way to tubular steel in handle of this 
new hammer. Handle has accepted 
shape, feel and swing of hickory but 
the additional strength and durability 
of tubular steel. Natural rubber grip, 
traditional head.—Vaughan & Bush- 
nell Mfg. Co. 


142—“STEP RIGHT UP,” she shakes, 
she shimmies and thoroughly mixes 
and rejuvenates up to four quarts of 
paint in one easy operation. Automatic 
timer in either pedestal or counter 
model. Chrome and blue-green ham- 
mer finish for modern look.—Miracle 
Paint Rejuvenator. 


143—“BETTER BUILT for lifetime 
service” is claim of the maker of this 
heavy duty combustion wood burning 
heater. Heavier steel than usual per- 
mits electric-arc welding to insure 
permanent air-tight assembly so nec- 
essary in a wood burning unit.—Rite- 
way Manufacturing Co. 


144—SPRAY-AWAY GREASE, oil, 
carbon, tar, gums and similar difficult- 
to-remove substances with new aero- 
sol regreaser that is designed for use 
on all types of machinery and elec- 
trical equipment. Spray on area to be 
cleaned and in 1-minute wipe clean. 
Stewart-Hall Chemical Corp. 


145—REVIVE OLD WATER SYS- 
TEMS with newly designed foot 
valves which in many cases increase 
capacity of systems to nearly original 
level. Tested and approved by more 
than 30 large pump manufacturers 
valves are made in sizes from % to 
3 inches.—Stratflo Products, Inc. 


146—“OVER THE TOP” of rugs and 
carpets with this new door hinge that 
lifts the door %” as it opens and 
lowers the door as it closes. Ends 
costly threshold installations, fits any 
door, easy to install. Door may be 
removed in five seconds.—Cal - Palm 
Incorporated. 
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147—“HANG IT UP” where you can 
find it on this highly compact tie and 
belt rack. Design enables user to 
hang dozens of ties and as many as 
8 belts in a space little more than 
3” square. Swivel hook permits hang- 
ing of rack without installation prob- 
lems.—Williams Mfg. Co. 





148—“HOW DOES YOUR GARDEN 
GROW?” Let kids answer this age- 
old question for themselves with this 
junior garden tool set of rake, hoe 
and shovel. Steel forgings and ash 
handles make real working tools. 
Adults like these for light floral gar- 
dening uses.—Union Fork & Hoe 
Company. 


OVER -THE-DOOR GARMENT HANGER 


149 — “EXPAND CLOSET SPACE” 
with this over-the-door hanger. In 
bright chrome finish applied by a new 
method called Chrome-12, which adds 
new lustre and gives longer life to 
chromium plated pieces. Base metal 
is treated before application of 
chrome overlay.—Autoyre Company. 


APRIL 1957 


150—“BAR-B-Q TIME AHEAD” and 
a new two-piece matched barbecue 
which features a basting brush de- 
signed for quick and safe basting of 
foods, and a grille cleaner that eases 
job of cleaning outdoor grilles, is 
offered with lacquered wood handles. 
—Ox Fibre Brush Company. 


151—“SHADES OF DICK TRACY.” 
A new ultra-miniature 4-transistor 
pocket radio about the size of a pack 
of cigarettes, weighs only 34% ounces 
including battery. Available com- 
pletely assembled or as a “Do-it-your- 
self” kit. Comes with hearing-aid type 
earphone.—Gardiner Electronics. 


152—“BANISH BUGS” with a new 
rotary hand duster which features 
permanently lubricated gears, a ta- 
pered hopper to hold % pound of 
dust and a high speed agitator to 
ensure even flow of dust into the 
fan case. Compact design with satin- 
gold finish—H. D. Hudson Mfg. Co. 


153—“AT YOUR FINGERTIPS,” at 
a glance new “Redi-View Bantam 
Pantry” stores, pours and measures 
coffee, sugar, flour, seasonings and 
other dry foods. Flip-lip spouts on 
container drawers provide one-hand 
pouring convenience. Installs under 
wood or metal cabinets.—Continental 
Wood Products Corp. 


154—“HOT DOG FEAST” is made 
possible with this cleverly designed 
skewer which roasts six weiners at 
a time over open fire. Lock device 
prevents hot dogs from slipping off. 
Also ideal for shishkebab, game, fish, 
ete. Spiral formation permits even 
roastine.—Lockey Products. 


Pg 


155—“HIGH OR LOW” this new 
type laundry cart adjusts easily to 
three heights to make it ideal for 
modern laundry needs. Folds flat when 
not in use. Finished in chrome with 
basket liner and clothespin bag of 
heavy-duty plastic in yellow and black 
plaid design.—J. R. Clark Company. 
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Here’s your opportunity to increase volume and enjoy 
greater dollar return on Oxco floor sweeps, just as stores 
all over the country are doing. This handsome Display, 
a complete selling and storage unit, brings floor sweeps 
out of the stockroom, makes them popular sellers and 


real money-makers. 
18 SWEEPS AND HANDLES PLUS METAL RACK 


All packed in one carton. Easy to set up—no complica- 
ted bolts or nuts—rack simply unfolds and it’s ready for 
stocking. Top sign tells customer style of sweep needed 
for his floor surface. Saves your selling time yet brings 


more sales at a nice profit! 


Giving his name. ite us, 


OX FIBRE BRUSH COMPANY, INC. . Sea, 
Freoericx <olebiished /§§F MARYLAND a. 
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NEW PRODUCTS 


156—HANDY HANDLES of new “Su- 
per-Dylan” have been intreduced by 
this manufacturer on their line of 
putty knives and scrapers. Handles are 
absolutely insoluble in any form of 
paint remover, lacquer, thinner etc. 
Positive gripping action. — Goodell 
Company 


157—USE BOTH HANDS on this new, 
easy working two handle shear, which 
makes it possible to use the tool with 
or without wheels depending on how 
short the grass is to be trimmed. Drop 
forged, precision hollow ground blades, 
individually tempered.—Keiser Manu- 
facturing Co. 


» 


158—ALL-SEASON HELPER is this 
heavy-duty, 2-wheel garden tractor, 
featuring a powerful 6.6-h.p. engine, 
easy control, no-clutch drive and a 
complete range of attachments to 
provide year-round use in a wide va- 
riety of garden and related activities. 
Snow-plow attachment.—Bolen Prod- 
ucts Division. 
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NEW PRODUCTS 


159—SAVE SHADES with this plastic 
shade pull which eliminates smudges 
and fingerprints, prevents rips and 
frayed edges. Comes in a color selec- 
tion of crystal, white, ecru, dark green 
and pink. Budget priced and smartly 
mounted on attractive card.—Ru-Son 
Products Company 


160—BETWEEN THE STUDS design 
allows this 1957 line of gas fired wall 
heaters to be easily added to existing 
construction. Diffusion type, three- 
speed blower and furnace size combus- 
tion chamber give greater heating 
surface and increase air flow. AGA 
approved.—Coleman Company, Inc. 


161—KEEPING TO THE GRIND- 
STONE is easier with this 8” grinder 
featuring extended frame construction. 
Extra distance between the wheels and 
the fact that wheels having greater 
diameter than housing makes working 
large odd-shaped pieces easier. %4 h.p. 
motor.—Stanley Tools 


APRIL 1957 





Sell More 


Garden Chemicals 


BY FEATURING 


Hayes 


Spray Guns 
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SIrViga@ Hardware 


Visual wastes featured in 
flexible household program 


This exciting, new, three-point merchandising program is organized 
to increase household sales in every hardware and building supply 
store. Just compare these features: 








1. New packaging. Now Stanley household hard- 
ware is dressed in eye-catching Visual Packs. It’s 
mounted on stunning yellow-and-black, space- 
saving cards—protected by a newly developed 





transparency that won’t crack, cloud, discolor 
or loosen. 
Layout guides. Stanley overlays make it easy for 
you to group related items, stimulating impulse 
sales. 
Store adaptability. You can display hardware 
on your wall or counter—wherever you have a 
pegboard—or on the floor stand furnished by 
Stanley free with introductory assortments. (If 
you already have the floor stand, it’s easy to con- 
vert to the new layout with its new related 
groupings. ) 
Send for setup kit N-4—it’s free. Ask your whole- 
saler or write Stanley Hardware, Division of The 
Stanley Works, 434 Lake Street, New Britain, Conn. 














AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools + drapery, industrial and builders hardware + door controls + aluminum windows » metal parts + coatings « 
steel and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 
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NEW PRODUCTS 


162 — WASHABLE PAINT DIS- 
COVERY is announced by this West- 
ern manufacturer. New interior latex- 
alkyd wall finish claims new ease of 
application and a fresh concept of 
paint beauty. Available in 15 standard 
colors, the paint has recently been 
field tested by contractors. Synkoloid 
Company. 


163—BUDGET BURNER in the form 
of a newly designed propane torch de- 
signed to sell at a very low price, com- 
plete with disposable tank. Perfect 
for soldering, light brazing, laying 
asphalt tile, removing old paint and 
putty and tempering and annealing 
uses.—Turner Brass Works. 


164—CLOSE SHAVE for grass areas 
around trees, fences and landscaping 
is furnished by this 1957 version of 
the Trim-O 10” lawn trimmer. Pow- 
ered by 1.8 h.p. engine, the mower 
is light weight and easy to handle 
for trimming on either side. Recessed 
wheels.—Jacobsen Manufacturing Co. 
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THESE ARE THE FRESH, 
NEW PYREX ITEMS THAT 


WILL GIVE YOUR BUSINESS 


A REAL SPRING TONIC! 


@ Your own customers will be among 

the 29,198,000 who will be reached 
by four-color national advertising on 
these newest PYREX products in 
the June issues of Ladies’ Home 
Journal, Better Homes & Gardens, 
and Progressive Farmer. 


@ Also, each case of these new items 
you order will contain powerful 
point-of-sale material you’ll want to 
use to set up PYREX displays in 
your store. So order now from your 
PYREX ware distributor, and get 
your share of this new business! 


O8ic 


YOU’RE HEAD AND SHOULDERS 
ABOVE COMPETITION WITH 
PYREX WARE 











“And suddenly it’s spring” 
promotion! 


Exciting new PYREX Oven- 
Freezer-Server Set lets your 
customers prepare party dishes 
in advance—at their leisure— 
then heat and serve them in 
minutes. Comes in smart turquoise, 
white, or charcoal with snowflake 
pattern, or pink with daisy pattern. 


Handy PYREX Space-Saver 
Casseroles are same as those 
in Oven-Freezer-Server Set sold 
separately. Each comes with indi- 
vidual glass cover and is wonder- 
fully convenient for baking, freez- 
ing, serving and storing foods. 
Put them on display and watch 
them sell—fast! 


New PYREX Cradled Deco- 
rator Casseroles are smart 
2% qt., pull ee ‘ enough to go with any table set- 
$4.95 : ting—beautiful and practical 
: enough to satisfy your most par- 
ticular customers. They come in 
handsome yellow with charcoal 
flower decoration and are set on 
a beautiful brass cradle. 














CORNING GLASS WORKS, CONSUMER PRODUCTS DIVISION, CORNING, N. Y. 


VISIT THE CORNING GLASS CENTER, CORNING, N. Y. “PYREX”’ is a registered trademark in the U. S. of Corning Glass Works, Corning, N. Y. 
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Line with More 


FOR INDEPENDENT DEALERS! 


SELL THE 
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Order Today from Your 
MARTINWARE WHOLESALER 


Billings Hdwe. Co. ' ee Billings, Mont. John Pritzlatt Hdwe.Co. ...... Milwaukee, Wis. 
oS ee peer yy Burlington, lowa Rogers & Baldwin Hdwe. Springfield, Mo. 


Dunham, Carrigan & Hayden Co. ..San Francisco, Cal. Salt Lali $e -dware, Gh. Grand Junction. Colo. 
Farwell, Ozmun, Kirk & Co.... St. Paul, Minn. Seite, Idaho; Salt Lake City, Utah 
Harper & Mcintire Co...... Ottumwa, lowa : ; 
Cedar Rapids, lowa Seattle seed: OD .. TRMMEE, os oss cxanctwate Seattle, Wash. 
Hassco, Inc. .......... ” ...eeesDenver, Colo. Strevell- Patistsen Hd@@;.Go Salt Lake City, Utah 
Intand Hardware Pasco, Wash. Townley Me we. c Kansas City, Mo. 
Janney-Semple-Hill & Co Minneapolis, Minn. Union Hdwess “Metab Ga; Los Angeles, Cal. 


Sean’ GA, vi sevcuseedisinriscres Spokane, Wash. j Walk -Hdwe. Peoria, Ill 
eee er ere a. Portland, Ore. sacc Walket, Vee gaa 5 id igh: : 


Bend Hardware Co. ......... ............Bend, Ore. Wright & a Cos : Omaha, Neb. 


GENERAL METALWARE COMPANY 


Minneapolis 13, Minnesota 
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New Irwin adapter shank bits 


fit both hand braces and power drills 


Big market...big volume sales to plumbers, electricians, 
carpenters, utility and construction workers, general repair and 
maintenance crews — many others. 


32T 
Electrician 
Bit 


Remember: Bit users like the Irwin Adapter Shank 
. . repeat sales ore much higher. 


Taper square shank 
fits hand braces 


Cut off taper square and use in both 
power drills and hand braces 


No other bit has these high-appeal features 


@ One Irwin Adapter Shank does the work 
of two regular type bits — cuts inventory 
costs by 50% for users of both bit braces 
and power drills. 

@ Fewer bits to stock and carry in tool box, 
easier selection speeds work on the job. 

© Lower priced than other electric drill bits 
made with a regular single usage shank. 

¢ Precision ground to run true with screw 
point. No wobble, no run-out when used in 
power drills. The 6 evenly-spaced “Hex 
Flats” chuck perfectly in either power drills 
or bit braces. 


© 10 types available — 4/16” to 17/16” 
boring range in solid center and single twist 
designs. 

© Twist lengths from 3” to 18” for normal 
and extra deep boring. 

© Equally efficient for boring in both fin- 
ished wood and rough timber. 

@ Screw pitch on all 10 types engineered 
and designed to properly accommodate elec- 
tric drill speeds. 

e Highly polished and heat tempered full 
length for longer life. See Irwin Catalog 
No. 52 for other high-appeal features. 


Order from your Irwin wholesaler today 
The Irwin Auger Bit Co., at Wilmington, Ohio, since 1885 





Pacific Coast 
Representatives 


Edwin E. Hall 


H. M. Pforsich Company 
6177 York Bivd. 

Los Angeles 42, Calif. 
Phone: Cleveland 7-8186 


H. M. Pforsich 

H. M. Pforsich Company 
553 Monadnock Building 
San Francisco, Calif. 
Phone: Douglas 2-2014 


H. M. Pforsich, Jr. 

H. M. Pforsich Company 
400 Boren Avenue, North 
Seattle 9, Washington 
Phone: Seneca 3052 


APRIL 1957 


For Details Circle 16 on INQUIRY CARD 




















“Take a good look at 


CYCLONE HARDWARE CLOTH... 
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Because of the many uses to which hardware cloth 
is put in the home (window guards, gutter guards, 
screen doors); the variety of applications it finds 
on the farm (for poultry feeders, hen nest floors, 
partitions, grain and fruit bins); the use to which 
builders and contractors put it (sifters, stucco base, 
concrete driveways reinforcement, machinery pro- 
tection ) —the sales potential for Cyclone Hardware 
Cloth is extraordinary. 

Cyclone Hardware Cloth is easy to use and long- 
lived. It is woven hardware cloth with the exclusive 
welded selvage (see the illustration above). This 
means that Cyclone Hardware Cloth is easier to 


It’s a high sales-and-profit item 


EXCLUSIVE 
WELDED 
SELVAGE 


tack into wooden frames. And it is easier to weld 
to steel. See how the mesh, too, reflects precise, 
quality manufacture. Wires are straight the entire 
length of the cloth. It is thus a simple matter to cut 
it square... to produce a stronger, more attractive 
finished job. Moreover, Cyclone’s special method 
of galvanizing keeps mesh distortion at a minimum 
. .. results in a smoother protective coating that 
adds longer life, increases strength and rigidity. 

Why not goafter this profitable business actively? 
For quick delivery, see or call your Cyclone jobber 
right now, or write or wire Waukegan for further 
information and quotations. 


CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 


WAUKEGAN, ILLINOIS © SALES OFFICES COAST-TO-COAST 


¢ UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


PACIFIC COAST HEADQUARTERS - OAKLAND, CALIF. 
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4 “Do It 
Morelos rev Lusher 


hae Give You 40% Profit 
ee, ms Dt Curt DRUSAES , 


sales. 6 doz. assorted 1”, 114” and 2”. 





~ GOOD BRUSHES wiut MAKE ITSP BRUSHES ai 
Leone Serer _Tat ARE YOUR BEST Buy! gummm 





- BETTER... AND MORE FUN! 


Pure Bristle . . . popular Wall brushes move 
fast! 2 doz. assorted 3”, 314" and 4”. 








Pure Bristle, medium grade Wall 


\ 57-E & 57-F 
Brushes. 1 doz. assorted 3”, 314” and 4”. 


Choice of two assortments: 57-E, Tynex Nylon and 57-F Pure Bristles (Illustrated above). 
Sturdy wire rack displays 3-9/12 Doz. 114” to 4” Brushes. Colorful display sign. Brushes 
are mounted on rack through a drilled hole in the handle—a useful and very modern feature 
Each brush wrapped in eye-appealing jacket printed with full instructions on use and care 


SIX ATTRACTIVE ASSORTMENTS 


Each in Free Modern Sales Booster Display 
e Recognized Line ¢ Quality Brushes 
e Rapid Sellers e Satisfied Trade 


Each display a credit to your store—each highlighted with selling copy that 
makes instant sales. Remember Morck Displays Pay You 40% Profit. 





Hand Wire Scratch . . . 2 dozen sturdy 
wire brushes with shoe handle grip. 








Ask Your Distributor To Show You Full Line Of Assortments 


Worchk Erush Division 


25th STREET AND POTRERO AVENUE 
SAN FRANCISCO 10, CALIFORNIA 


BRUSHES - PAINTS - GLASS - 





CHEMICALS - PLASTICS 





PITTSBURGH ae Se. oe ie - GLASS COMPANY 
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Dealers who sell Eclipse 
expect (and get) top profit! 


HERE ARE 10 GOOD REASONS WHY 
MORE DEALERS JOIN HANDS 
WITH ECLIPSE EVERY YEAR! 










































S sive is the standard of comparison in the 
industry ... the recognized quality line. 


It’s a well known name your customers know and respect. 


There’s a hand or power model to suit every customer 
who walks through your doors. 


You know you’re protected—your customers’ 
satisfaction is guaranteed—because Eclipse 
backs the products it makes. 


The discount terms are tops in the industry — 

you make full margin on every sale. 

Promotional material is realistically designed to help 
you sell ALL your lawn and garden merchandise. 


Wherever you’re located there’s a nearby service station 
properly equipped to furnish parts and make repairs. 


No matter how old an Eclipse may be, repair 
parts are always available. 


Convenient warehouses are maintained in 
strategic locations to offer fast service 

during the peak season. 

And perhaps the most important of all reasons 
for selling Eclipse: the factory does not 
knowingly sell to discount operators. 
Every attempt is made to maintain 
your full profit. 





WRITE FOR FACTS 
ABOUT THE NEW 





PROMOTION 
MOWERS 


..-and the new profit- 
protected retail credit 
plan. 


THE ECLIPSE LAWN MOWER CoO. 
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GRABLER 


package-protected pipe fittings 
lat=\"{- mm dal -meole-Cead(er-lmr-leh's-Valt-leol-mme) i 


P= WA alo Mme] 6mm di aal(-mr-lalemaalelal-\ 


Save time and money —these are words you have often heard. They are important only 
when they offer realistic advantages for you. Pipe fittings that are package-protected must 
provide the advantages of being available in sturdy, convenient, easy-to-handle cartons, 
plainly labeled as to size, type, and quantity, in order to reduce handling time. When you 
order Grabler Package-Protected Square “Gee” Pipe Fittings you benefit from over 20 years 


of Grabler packaging experience, without costing you a penny more. 


Dependable Distribution from these Warehouses: : 
New York @ Philadelphia ® New Orleans : 
Atlanta ¢ Pittsburgh ¢ Cincinnati ©¢ Dallas : 
Chicago @ St. Lovis © Detroit ©¢ Denver : 
Minneapolis ©¢ San Francisco ¢ Los Angeles : 


Manufacturers of the SQUARE "GEE" Line of Pipe Fittings 


The GRAGLER Manufacturing Co. ¢ 6565 Broadway ¢ Cleveland 5, Ohio 











NORMA 
No. WS110 


ee ase ORI 


y DUTY PATTERN 


CRESCENT PIPE WRENCHES 


HEAVY DUTY PATTERN...A really 
heavy duty wrench, far exceeding U. S. 
Government Type II Specifications. Hook 
and Heel Jaws of special analysis steel, 
triple-heat treated. Alloy handle combines 
high tensile strength and light weight. 
Seven sizes, 6” to 24”. Finished with flat 
surfaces polished...red enamel handles. 


NORMAL DUTY CSTILLSON) 
PATTERN... Meets U.S. Government 
Type I Specifications. Fully heat treated, 
forged steel handle and jaws. “Floating” 
housing assures positive grip and instant 
release. Six sizes, 6” to 24”. Finished with 
flat surfaces polished...red enamel handles. 
Your jobber has these tools in stock now. 


TWO NEW DISPLAY PANELS, fin- 
ished in yellow and maroon, 12” x 24” 
will fit on any of the several Crescent 
stands and fixtures: DB 1221, 9 Heavy 
Duty Wrenches, wt. 34 lbs. DB 1222, 
9 Normal Duty Wrenches, wt. 24 Ibs. 


Both furnished at cost 
of tools only. 


CRESCENT TOOLS 


Sign of lhe Cf¢rtisan 
Symbol of, Excellence 


Crescent is our trade-mark, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere ond made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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eo 
NOW you can enjoy 


sparkling cool 


aj you are... 
thanks to 


CRIFSEALCINIG GI 


CRYSTALINING, the latest sanitation advance in Igloo portable 
water coolers, gives positive protection . . . keeps drinking water 
and other liquids pure . . . taste-free . . . and crystal-clear under 
roughest conditions. 


RELY on these Igloo 
Extra-Value Features: 


® Round Inside Bottom prevents accumulation of 
foreign matter—makes can easier to wash—stays 
sanitary. 


e Recessed dripless spigot will not break off. 


e 15% greater insulating qualities—less heat transfer 
because there is no metal-to-metal contact at bottom. 


© Rugged construction proved by test. Igloo bottom 
survives weight of heavy bowling ball dropped re- 
peatedly into bottom of can. 


‘ 
t 
‘ 
‘ 
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ask your wholesaler or write 


Berris ‘CORPORATION 


P.O. DRAWER 9365 +- HOUSTON 11, TEXAS 


A-57 
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Model 681 


/available 
through your 


distributor 


Members of the famous 
Starline family of Door 
Hardware. AND SALES 
are growing every year. 
So cash in. See your 


Model 1068D distributor now. 


Cannon Ball Track and 
Self-Oiling Hangers are 
Guaranteed for the Life of 
the Building. Doors 
always work smooth and 
easy. Ask your distributor. 


END po _~ INTERMEDIATE BRACKET —— 
BRACKET 


| 
ly 


Model 1082D 


. 
. 
. 
? 
. 
- 
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cess 


SELF-CLEANING 
DOOR TRACK 


Copyright 1957 Starline, Inc. 


For Details Circle 23 on INQUIRY CARD 











REEVE Shure Sell 


=Ety(omm Oleli mic). 
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Assembly 
™ 


$455°° 
Show Mote - - 
Sell More... 


with this easily-assembled unit 


All steel for heavy loads 

Includes base frame and double standards 
Day-to-day flexibility 

Brackets adjustable at one inch intervals 
50 sq. ft. of sales space on 18 sq. ft. 

of floor space 

All you supply is shelving 

Easy-to-follow 

assembly instructions included 
Economical...durable...pays for 

itself in profits, many, many times over... 
with fast, self-service sales 

of high mark-up small items. 


Complete Shure Sell Gondola 


$145.00 includes 
Perfo-Board shelves, 
aluminum price strips, 
bin hardware and glass 


Store Equipment Catalog 
Every type of display item from 
ticket holders to complete display 
unit, fully illustrated and 
described. Full of valuable information 
on display assembly and modern store 
engineering. Send for it today. 


EEVE Company 


Manufacturers & Distributors 


MAIN OFFICE & PLANT 
RIVERA (Los Angeles County) CALIF., OXford 2-3725 


BRANCH: 820 E. 12th St., Oakland, California, TEmplebar 4-8944 
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| may all look alike to you. 

But there are differences. See that photo? It shows a labora- 
tory analysis on white hot samples of steel for RB&W fasteners. 
This is only one of many RB&W controls on quality of raw ma- 
terials, on work in progress, and on finished bolts, nuts, and 
screws... all to assure you the best possible product. 

To really know your fasteners, you’ve got to know what’s be- 
hind them. With the way RB&W fasteners are made, you can 
take quality and customer-satisfaction for granted. 


DEAL WITH THE RB&W DISTRIBUTOR—HE OFFERS 


1, The most complete line in the field 


2. Top quality throughout the line 
a 112th year 
3. Complete reliability of supply and product 


4. Fast, accurate and friendly service 


5. The original upside-down package — extra strong 
for no-spill, quick, easy handling 


Next time you order, be sure to make it the RB&W line. 
Russell, Burdsall & Ward Bolt and Nut Company, P.O. 
Box 3336—Terminal Annex, Los Angeles 54, California. 


DISTRIBUTORS FROM COAST TO COAST Plants at: Los Angeles, Calif.; Port Chester, N. Y., 


Coraopolis, Pa.; Rock Falls, il. 
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How to convince... 
WINDOW WATCHERS 


The “USS” label is a sign that helps people make up 


their minds to buy. 


Convincing... 




















USS FENCE 


For more profitable selling 


United States Steel Corporation + Columbia-Geneva Steel Division 
120 Montgomery Street, San Francisco 6 


wmttn ew StAwres STEEL 
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TODAY THERE'S MORE ‘‘JACK”’ IN THE CASH BOX 
FOR NATIONAL PAINT DEALERS. NOW, WHEN PAINT 
CUSTOMERS EXPECT MORE, YOU CAN OFFER 

THEM MORE IN EVERY CAN OF NATIONAL PAINT. 
THE MAGIC OF THE COLOR-LOK PROCESS IS ; 
GIVING MORE PEOPLE MORE REASON TO ACCEPT 
NOTHING LESS. STOCK-UP NOW... AND WATCH 
PAINT SALES JUMP! 


NATIONAL PAINT & VARNISH CO. 
2835 E. WASHINGTON BLVD., LOS ANGELES 23, CALIF. 


SELECT FRANCHISED TERRITORIES STILL AVAILABLE 
WRITE FOR INFORMATION ON NATIONAL’'S 
“FLEXIBLE INVENTORY PLAN” TO FIT YOUR NEEDS. 


TELEVISION, RADIO, NEWSPAPERS, MAGAZINES 
AND BILLBOARDS ARE SWITCHING THOUSANDS OF 
CUSTOMERS TO NATIONAL PAINTS 


* COLOR-LOK 
IN NATIONAL PAINTS 
PROTECTS PAINTED SURFACES 
WITH A SUPER-HARD 
INVISIBLE SHIELD 
COLOR !S LOCKED IN, 
DIRT !S LOCKED OUT! 


2 @ s 
VARNISH e 


20 


7 Coatet THe 
8 rT 6 
CAP SCREWS 
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Weesiete fo - SWING NUTS 


REG. SEMI-FIN 


STEEL 
EXTENDED 
PRONG 


‘COTTER PINS 


“NAT” STANDS OUT 


with uniform high quality 


You sell satisfaction when you sell National fasteners. Rigid quality control assures 
uniformly satisfactory performance of all products in National’s most complete line. 

This product superiority is reflected in National’s smart red and black packaging. It 
can brighten your fastener shelves and make your stock handling easier at the same 
time. Labels are color-coded for at-a-glance identification and printed for quick off- 
the-shelf selection of the size the customer wants. 

Standardize on National fasteners—you’ll always be 
sure that this most complete, high-quality line will Natt 
stand out in product performance and sales appeal. fiona L 


Ask Your Distributor... He Knows 





li rT, 
NATIONAL SCREW & MFG. CO. OF CAL. cence | ff 7 et 
3423 So. Garfield Ave., Los Angeles 22, Cal. anes das alle 
Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio 
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‘Yior WESTERNERS 





Chilton News Bureau, Washington, D. C. 


Good Year Forecast for Sporting Goods Sales 
In West as Government Park Programs Expand 


Another boom year for sales of sporting goods, camping equip- 
ment, and hunting and fishing gear is in prospect for most 


Western hardware dealers. 


Government programs de- 
signed to further bolster rec- 
reational activities are stepping 
up. In addition, rapid population 
growth and increasing amounts 
of leisure time and high earn- 
ings for most families will 
buoy the sporting boom. 

Congressional appropriations 
for the National Park Service 
for the next fiscal year begin- 
ning July 1 are expected to hit 
a record $77.5 million, an in- 
crease of almost $10 million. 
Included in the fund will be 
some $20 million for park ex- 
pansion and improvement under 
the “Mission 66” program. 

Interest in recreation in the 
West is continuing to grow, 
even faster than in other areas. 
California in 1956 took over the 
top spot in the number of fish- 
ing licenses issued, recording 
1.3 million. Minnesota had pre- 
viously headed the list for many 
years. California now ranks 
sixth in the number of hunting 
licenses sold and is moving 
higher up the list each year. 

Of the 33.1 million state hunt- 
ing and fishing licenses issued 
for the 12 months ending last 
June 30, more than 6.1 million 
were sold in the Western states. 

Rep. Clair Engle, D., Calif., 
is pressing for congressional 
passage of a bill he is sponsoring 
to end what he terms “military 
land grabs” of Western recrea- 
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tional areas. He complains that 
the military services now gobble 
up some of the area’s best rec- 
reational lands in the name of 
defense and weapons testing. 
He would strictly control such 
land withdrawals, giving more 
to sportsmen. 
* * * 

MINIMUM WAGE extension 
to some large retailers is a pos- 
sibility this year .. . Several 
retail associations, opposing ex- 
tension before congressional 
committees, claim that small 
merchants even if not covered 
would be hurt by having to com- 
pete with covered stores for 
workers ... Effects would be 
inflationary, witnesses argue. 

x * * 

INSECT REPELLENT, just 
developed by the U. S. Agricul- 
ture Department, is highly effec- 
tive and far better than any- 
thing now available, govern- 
ment scientists claim . .. The 
new repellent, diethyl toluamide, 
should be a boon to sportsmen, 
farmers, picknickers, and gard- 
ners . . . Commercial production 
should start this spring .. . It 
effectively repels mosquitos, 
chiggers, ticks, fleas, and biting 
flies, and last twice as long as 
the best repellent now available, 
its developers say. 

* * * 

FREIGHT RATE upward spi- 

ral has moved another notch... 


The Interstate Commerce Com- 
mission has granted truckers 
the same rate hikes recently 
given the railroads—5 percent 
in the West; 7 percent in the 
East, and 5 percent for trans- 
continental shipments .. . Re- 
quests are still pending for ad- 
ditional hikes to bring rates a 
total of 22 percent above a year 
ago. 
* * * 

TIGHTER GUN LAW is be- 
fore Congress ... A bill (H. R. 
5109) sponsored by Rep. Albert 
W. Gretella, R., Conn., would 
prohibit any licensed gun dealer, 
manufacturer or for the first 
time mail-order house from 
transporting or shipping a fire- 
arm across state lines except to 
another licensed firm or unless 
the shipper is shown a gun per- 
mit if one is required in the 
receiver’s state . .. The bill is 
aimed primarily at small arms 
sales by mail order, but would 
in some cases affect other types 
of firearms. 

* * * 

FLOOD INSURANCE, in- 
creasingly important to West- 
erners as the “highwater” sea- 
son opens, may be broadened 
. . . Rep. John F. Shelley, D., 
Calif., is sponsoring a bill (H. 
R. 4426) to add earthquake 
damage to the disasters already 
covered . . . Coverage will cost 
businessmen and home owners 
between $1.50 to $12 per $100 
of insurance, depending on their 
location and type of coverage 
. . » Policies should be available 
from private brokers and agents 
soon. 
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CHECKING IN SHIPMENT of fireplace screen is Bob 
Yeakel, one of the sons of the founder of store, who is in 
charge of this merchandise. Fireplace equipment is on 
display the year around in the store in three different 
locations, in center of the store, in a shadow box, and in a 
window. Firm moves an average of $25,000 worth of this 
type merchandise each year. 


hat happens when a 30-year-old store is re- 

modeled? Yeakel’s Hardware, 5262 Lanker- 
shim Blvd., North Hollywood, California, who 
have recently undergone a remodernization pro- 
gram, and are extremely pleased with the results, 
report that sales of many for-the-home items have 
greatly increased. Notable is the boost in sales of 


CUSTOMERS can select just the right tone from this dis- 
play of door chimes which are all hooked-up ready for 
demonstrations. Eddie Yeakel (left), and his father, 
Lamar Yeakel, who founded the store, report that they 
sell an average of 10 chimes each month. 
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Finds Women's 


In Remodeled 


30-Year-Old Store Pleased With Increased 
Business Resulting From Store Modernization 


fireplace equipment; totaling over $25,000 a year. 

Modernization, they report, also increases sales 
of such items as housewares, clocks, door chimes. 
From an attractive display, the Yeakels sell be- 
tween 20 and 25 units of one brand of pantry- 
ware alone; sales ranging from $6.98 to $13.95, 
with excellent mark-up. An improved clock dis- 
play has boosted sales of electric and wind-up 
kitchen clocks 300 percent. The firm offers a selec- 
tion of 100 clocks. 


Find Housewares Popular As Gift Items 

Many attractive household items, report the 
owners, enjoy a high ratio of sales as gift items. 
Interesting example is the daily sales average of 
four fancy can openers, with prices in the $5.95 to 
$7.95 quality range. Good display has played an 
important part in the building of greater sales 
volume. Stress has also been placed on the organ- 
ization of a properly functioning gift-wrapping 
department. 

Commenting further on the stores outstanding 
volume in fireplace equipment sales, Bob Yeakel, 
son of the founder, reports that three permanent 
fireplace equipment displays are maintained year- 
round. A center-store display, a window showing 
of at least one fire-screen and accessories and a 
third display in a shadow box at the rear of the 
store. The shadow box is illuminated day and 


HARDWARE WORLD 





Business Booms 


Store 


Yeakel's Hardware 
North Hollywood, Calif. 


night. Year-’round displays of this type have 
helped to develop the $25,000 a year department 
average. 


Found Use For Old Fixtures 


Ordinarily old store fixtures present a problem 
of disposal; but at Yeakels the old liabilities were 
turned into new assets. Old tool racks, instead of 
being sold or junked, were moved to the stock- 
room. This enables the firm to maintain reserve 
stock in “display condition” and facilitates the 
removal of this merchandise to the sales floor; 
simplifying the entire operation. How superior 
this simple idea is to merely stacking merchandise 
in any available space. Plans such as these help 
to cut the cost of remodeling and modernization 
operations by making use of materials that might 
otherwise be discarded; an important considera- 
tion in evaluating construction and furnishing 
costs. 

Almost any item for the home enjoys good sales 
at the Yeakel store since the extensive moderniza- 
tion. Door-chimes, ordinarily not a greatly active 
item, sell at the rate of 10 or more units a month 
since their relocation on a space-saving panel in 
front of the business office and facing the wrap- 
ping counter to take advantage of impulse buying. 

It is apparent that the modernization program 
at this store has proved to be an immense asset to 
sales and has helped to develop the homewares 
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CHICKEN WIRE between back-to-back shelving in stock- 
room has been used instead of wooden partitions. This 
allows a greater spread of natural. light, and electric 
illumination, in the entire stockroom instead of creating 
dark pockets as would be the case with solid boards. 
Shelving, of course, is supported on wooden posts. 


department on an extensive scale. Special em- 
phasis on homewares as gifts, in conjunction with 
a well functioning gift-wrapping department and 
permanent display of high-appeal items, has been 
an additional factor in increased sales. An invit- 
ing store appearance has increased the feminine 
trade and a well laid out interior has kept them 
inside to shop and buy. 


SALES ARE BOOMING in the housewares section shown 
here. From this display the store sells an average of 20 
to 25 fancy pantryware units ($6.95 to $13.95 each) each 
month and as many as four $5.95 to $7.95 can openers 
each day. 
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Operation Guided By Civic 


44a LTHOUGH Jackson is 96 percent dependent 

on the tourist and we operate some months at 
a loss we feel we owe it to the town and to our- 
selves to operate the whole year,” says R. H. 
Simpson, who with his partner Blake C. Van de 
Water, owns and manages the Jackson Hole 
Hardware in Jackson, Wyoming. 

These young men not only conduct a hardware 
store that will serve the purpose but one that 
is a credit to the whole community. They put 
in a complete remodelling and modernization pro- 
gram with the result that gross sales went from 
$85,000 the year before modernization to $111,- 
000 the first year the firm remodelled. 


Modern Operation Maintains Flavor of Old West 


The partners feel it pays off to operate a 
store they and the town are proud of and the 


CUSTOMER CONTROL through the use of ledger records 
keeps the store aware of the buying habits of good patrons. 
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Interest 


Wyoming Partners Operate on Theory 
That Store and Town Grow Together 


WESTERN ACCENT of the Jackson Hole, Wyoming 
Hardware Store is evident in the lariat-like formation of 
the store name. 


records show it in profits chalked up. Simpson 
and Van de Water build for the future. The 
store is modern in the sense it is built efficiently 
and in tune with present day methods of mer- 
chandising. At the same time a Western atmos- 
phere is maintained to attract the tourist. The 
owners affirm that Jackson is fundamentally a 
tourist attraction and the visitor should not be 
disappointed—in the matter of the appearance 
of the business houses as well as everything else. 
In line with this theory the owners of the 
Jackson Hole Hardware have erected an eye- 
stopping sign over the entrance to their store. 
It consists of a 30 by 10-foot panoramic view of 
the famed, nearby Tetons, hand-painted on sheet 
steel. Mr. Simpson says: “This one investment 
has helped our volume more than 10 percent and 
is an example of what we mean by taking an in- 
terest in the community and in the tourist.” 


Store and Town Depends on Tourists 


Simpson points out that if merchants do not 
operate stores that can provide a full line of mer- 
chandise and services on a year around basis 
then there eventually won’t be a town. He feels 
that the tourist trade will continue to increase 
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for the next 15 years at least. A further help to 
the economic picture is the community develop- 
ment going on in the area. 

Further catering to the tourist and the con- 
tinuance of the “Jackson Hole” lure for the out- 
of-stater and the fabulous hunting, fishing, and 
skiing opportunities is the rough, unfinished ap- 
pearance of the huge timbers that make up the 
exterior of the store. A board walk also adds to 
this early-day look. The Western tone is com- 
plete and authentic. 

In achieving a practical moderization program 
the owners, when they took over in 1951, put in 
new fixtures, replaced cupboards, ledges, and pull 
drawers underneath, and the plain stucco ex- 
terior with the present workmanship. 

Self-service display islands of waist height paid 
for themselves within three years, according to 
R. H. Simpson. A Celotex ceiling, fluorescent light 
fixtures, and careful store layout for merchandise 
all add up to shopper satisfaction. The owners con- 
sider lavish use of lighting to brighten up the 
store has been a large factor in aiding displays 
and sales. 

Theory again crops up in the thinking of these 
dealers with Mr. Simpson’s observation: “I think 
some business men make the mistake in overlook- 
ing the fact that the customer is the determining 
factor. He is the boss of the whole show.” This 
dealer grants that a loss may be encountered in 
rendering an individual service as in the case of 
mailing an item to be repaired or replaced. Or if 
a youngster loses a nut off his bicycle and brings 
it to the store the time required to take a wrench 
and put it on will not be profitable then and there. 
The pay off, state Simpson and Van de Water, is 
in goodwill, word of mouth advertising and repeat 
business. 


UP-TO-THE-MINUTE display of tools adds to sales. This 
is one of the examples of modernization in the store and 
its methods. 
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Partners Know Their Customers 


Another illustration is the treatment tourists 
at nearby Jenny Lake have received at the hands 
of the Jackson Hole Hardware personnel. A tourist 
camping at the lake suffers a breakdown on some 
part of his trailer and is told by a “regular” 
camper that: “The folks at Jackson Hole Hard- 
ware are good people to deal with. They will fix 
you up.” This has happened many times in the 
experience of the owners and salespeople. 

The dealers are convinced that everyone who 
enters their store is a friend and, on this note, 
Partner Simpson observed that a large store in 
a large city is physically unable to know more 
than approximately 10 percent of the customers 
personally. He considers that he himself knows 
65 per cent of his customers. To do this he con- 
cerns himself with knowing who comes in the 
front door. He concludes: “Instead of spending 
five hours a day in the office planning, merchan- 
dising, and figuring displays I do business with 
the local people on a personal basis. Based on the 
good results secured so far in the form of in- 
creased sales and profits, our plans call for my 
partner and me to devote part of our time, begin- 
ning in 1957, to contacting dude ranches, con- 
tractors and other sources of volume, on the 
outside.” 

Strong civic participation by Simpson and Van 
de Water is shown by the former’s membership in 
the Elks and serving in the past as a director of 
the Chamber of Commerce; the latter partner is 
past president of the Isaac Walton League and 
past president of the Ski Club. Both men promote 
and sponsor the junior feature of the local ski 
club. In Rotary work they cooperate with the 
youth as much as possible. 


IMPULSE BUYING is stimulated through the use of these 
self-service display islands. All items are clearly price 
marked. 
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FULL STORE VISIBILITY MAKES FOR SHOPPER CONVENIENCE 


AND EASY STORE OPERATIONS 


General Store Goes All Hardware 


New Store and New Fixtures Make for Smooth Operation 


NEW store, located in a rap- 

idly growing area, has re- 
sulted in an increase volume of 
business commensurate with 
population growth and the bet- 
ter merchandising methods pos- 
sible with the new building and 
new fixtures, for the Cupertino 
Hardware Company, Cupertino, 
Calif. 

Prior to July of last year the 
firm had operated as a general 
store in one of the oldest build- 
ings in this small town that 
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serves a large rural population. 
Until just a few years ago the 
economy of the area was based 
on the fruit production of the 
apricot, cherry and prune or- 
chardists surrounding the town, 
but during the past few years 
many acres of orchard land has 
given way to subdivisions, hous- 
ing thousands of suburbanites. 
The old store was a true gen- 
eral store in every sense of the 
word, and for years was equipped 
to serve all the needs of the 


Cupertino Hardware Company 
Cupertino, Calif. 


community. Housed in the build- 
ing was a grocery store, the city 
post office, as well as a branch 
of the county library. Here cit- 
izens of the community could 
buy their clothing, fuel, lumber, 
brick, groceries, and of course, 
all types of hardware. 

The present owners, Mr. L. 
G. James, Mr. N. E. Johnson, 
and Mr. William Hasting, pur- 
chased the firm in May, 1953, 
from Arch Wilson, who had 
founded the store in 1888. Since 
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TOOL SECTION is lo- 
cated on right side of 
store and about half 
way back from front 
entrance. They are lo- 
cated between fishing 
tackle, nearest front en- 
trance, and builders 
hardware which extends 
toward rear of store. 




















DRAPERY HARD- 
WARE, which occupies 
one side of a standard 
fixture, is located adja- 
cent to the housewares 
section. Other side of 
fixture is devoted to dis- 
play of enamelware and 
other housewares items. 
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CLEANING SUP- 
PLIES rate their own 
section, and Bud Clark, 
store’s manager takes 
a broom from the rack 
that is located near 
center of section. 


that time the store has been di- 
rected by Bud Clark, store’s 
manager. 

The increase in business in 
the new store has been up to 
expectations, according to Mr. 
Clark. Although the new store 
has considerable less floor space, 
they are able to stock consider- 
able more merchandise due to 
the new Streeter fixtures that 
are used throughout the store. 


Another advantage in the op- 
eration of the new store with 
all new fixtures, cited by Mr. 
Clark, was that despite the ap- 
proximately 30 percent increase 
in inventory and the increase in 
volume, the store still operates 
with the same number of sales 
persons, five full-time and two 
part-time, that were needed to 
handle the old operation. 


Perhaps the most noticeable 
increase in any one department, 
following the move into the new 
store, was experienced in the 
housewares department. Al- 
though there were thousands of 
new home owners living in the 
area, the women shoppers of the 
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area had been reluctant to shop 
in the old store with the many 
partitions and sections that cre- 
ated dark areas. 

The new store has a wide glass 
front, and the low fixtures and 
use of light, reflecting interior 
decorator paints, gives the store 
a clean, light look. Women cus- 
tomers are now making their 
presence felt, in contrast to the 





LAWN & GARDEN 
ACCESSORIES 








“They Seem Most Excited By The 
Hedge Shears With The Beer 
Bottle Opener.” 


old operation, in all sections of 
the store, and especially in the 
housewares department. 

Two very desirable features, 
in the new store, that Mr. Clark 
is enthusiastic about, is the 
adaptability of the new fixtures, 
and the advantages of pricing 
each item so that customers can 
help themselves. 


Offer Abundance of Off-street Parking 


Off-street parking, non-exist- 
ent at the old operation, is an- 
other factor that is very much 
appreciated by the store and 


their customers alike. Parking 
is provided across the front of 
the store and along both sides 
of the building. The front en- 
trance is located at the right- 
hand corner (when facing store 
front from outside) and serves 
as entrance for the front, and 
right-hand parking lots. The 
store has a side entrance on the 
other side that opens out on the 
largest of the three parking 
areas. Altogether the store has 
parking space for about 150 
cars. 
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Sells Barbecues 
With Early 


Promotions 


Efforts Concentrated in 
Displays and Advertising 


HE barbecue business is in- 

creasing by leaps and bounds. 
And when father gets the cook- 
ing bug there are barbecue ac- 
cessories in endless volume to 
offer him as gifts. Whether a 
complete barbecue line—tables, 
benches, grills, as well as cook- 
ing and table wares—is han- 
dled, must of course depend 
upon amount of space that can 
be given this section. It is most 
effective when a complete room, 
or at least an alcove, can be 
fitted up. 





SAN PEDRO HARDWARE COMPANY barbecue equipment window that went 
in early in the Spring has a little bit of everything for outdoor cooking and 


living. 


The San Pedro Hardware Co., 
San Pedro, Calif., have found 
that both newspaper advertis- 
ing and window display keep 
barbecue equipment effectively 
before the public. Early in the 
spring they came out with a 
page length, double column ad, 
showing father as chef, presid- 
ing over a barbecue grill. It was 
headed “For your holiday week- 
end, try country clubbing in 
your own back yard. It’s more 
fun, more relaxing, and much 
more econommical. Here are 


DOHRMANNS used this window in April to call attention to their braziers. 
Five different sizes were displayed in window along with barbecue implements 


and many dishes. 


APRIL 1957 


just a few of the many won- 
derful accessories we have to 
glorify your Holiday-at-Home?” 
They illustrated, priced and 
briefly described an outdoor 
serving cart, jumbo coffee serv- 
er, the new oaken bucket, salad 
set and a number of gadgets. 
Their window showed a number 
of different types of portable 
barbecues, grills, broilers, and 
table grills. 

Dohrmanns, San Diego, Calif., 
installed a barbecue table in the 
midst of their tablewares sec- 
tion. It was covered with a 
black and white check cloth. 
Plates were in the shape of 
small frying pans, with red han- 
dles. Red lanterns were used for 
table decoration, beside each be- 
ing a white ceramic rooster with 
red comb. In the center was a 
table charcoal broiler. In April 
they arranged a window calling 
special attention to their bra- 
ziers. On the wall was a long 
strip card saying “April Bar- 
becue Event.” Five braziers of 
different sizes and types were 
shown; also many barbecue im- 
plements and dishes. A special 
feature was a small portable 
brazier, $6.00, for barbecues, 
picnics and beach parties. “Big 
Chief” aprons, mitts and caps 
were also shown. 
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TOOL RENTAL 
UPS SALES 


Boosts Plumbing Volume 300% 


CUSTOM-MADE “All-White” fixture 
display rack was built from 2 x 4’s 
to suspend eight lavatories, four 
double sinks, as well as two or three 


single sinks. 


HE popularity of “do-it-your- 

self” equipment in recent 
year's has put the plumbing sup- 
ply department into a far 
greater profit-potential classifi- 
cation, according to Frank Len- 
hart, head of Lenhart Hardware 
Company, Mesa, Arizona. 

As a direct result of cap- 
italizing on the do - it - yourself 
movement, this Arizona store 
has boosted its plumbing fixture 
and general plumbing supply 
volume by more than 300 per- 
cent during the past few sea- 
Sons. 

Until six years ago Mr. Len- 
hart had looked upon his plumb- 
ing department more as an 
“accommodation” rather than a 
profit producing department. At 
this time he decided to put in a 
“rental inventory” of plumbing 
tools which cost a total of $55 
for two each of the commonly 
used pipe cutters, wrenches and 
pipe dies. These tools rent at an 
average price of 50¢ for the pipe 
cutter and dies, and 25¢ per day 
for the other tools. These 
charges are dropped altogether 
when the customer buys a fairly 
large order. 


Got Immediate Sales Boost 


Plumbing supply sales began 
to pick up as soon as the rental 
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tools were added, but it wasn’t 
long before Mr. Lenhart found 
that he was spending a lot of his 
time instructing homeowners on 
how to use the tools and on the 
installation of plumbing fix- 
tures. He solved this problem by 
asking every manufacturer to 
supply printed instruction on all 
plumbing items that the store 
stocked. He got 100 percent co- 
operation along this line, and 
now it’s a simple matter to in- 
clude a set of instructions with 
each plumbing purchase. 

The emphasis on plumbing 
supplies was backed, with a box 
added to firm’s standard news- 
paper ads, urging Mesa home- 
owners to replace leaky faucets 
and faulty plumbing. The Ari- 
zona hardware dealer soon 
found that he was running out 
of stock altogether too often, 
and he wasn’t surprised when 
he had to increase his inventory 
from $500 to more than $2,500. 
“It has all been well worth- 
while,” Mr. Lenhart said. “Now, 
our inventory is so complete 
that we are even selling plumb- 
ers, who know that they can pick 
up fixtures and fittings at our 
store when they run out.” 


Increased Ad Budget 
As sales volume grew, Mr. 


Lenhart budgeted more funds for 
advertising the department, and 
as might be expected, the store 
soon found its display space in- 
adequate for the traffic which 
the sales campaign had devel- 
oped. This resulted in a complete 
rearrangement and enlargement 
of the department, which now 
occupies the center rear of the 
store. 

The center piece in this plumb- 
ing section is a custom - made 
“all-white” display rack which 
displays eight lavatories, four on 
each side, as well as four double 
sinks on the lower level and two 
or three single sinks along the 
top. Built at a cost of a few dol- 
lars, Mr. Lenhart credits the fix- 
ture with a sharp increase in 
fixture sales. 

At the same time, twice as 
much display area was given to 
small replacement fixtures, such 
as faucets, swing-arm bath tub 
fixtures, soap dishes, etc. All 
standard fittings, including such 
items as tees, washers, elbows, 
hangers, etc., are displayed in a 
self-service set-up. 

Now, this department is a de- 
finite source of traffic, has grown 
far more rapidly than possibly 
any other department, and has 
what Mr. Lenhart describes as 
“a glittering future.” 
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The finest REEL- TYPE mowers you can sell 


are made by 


Savage 


When your customers 
demand the best! 





Savage 


YARD CHIEF® 
Model 90-R 21” cut 





Look at these 


Don’t neglect your customers (and there are plenty) selling features: 


who take pride in their lawns and prefer the clean- 
cutting action of a reel-type mower. And don’t for- 
get that Savage, one of the country’s leading manu- 
facturers of rotary mowers, also produces two of the 
finest reel-type mowers made! 

Precision-built by skilled craftsmen, in the fac- 
tories where the famous Savage firearms are made, 
Savage reel-type mowers give a scissor-sharp, “golf- Grass guards — prevent clippings from winding 
green” cut. Rugged and reliable, they'll give more around the reel 
years of service than the rotary type. And that Fingertip clutch and throttle control —no bending 
famous Savage name means instant customer recog- Streamlined, height-adjustable handie—stands 


nition. Stock both these Savage mowers — for reel upright for small-space storing 
sales appeal! Wide-tread tires —for positive traction 


Self-propelled — just guide it, no pushing needed 
Recoil starter — for fast, easy starting 

Enclosed chain and sprocket — protect against 
damage 

“‘Sta-Temp"’ hardened blades —stay sharp longer 
Easy cutting-height adjustments —from 114” to 21/4” 


Toe-tip safety latch — fine on grades 
Sealed Timken bearings — never need oiling 
Also available: 
Savage POWER CHIEF® 
Model 75-R 18” cut 
Rope or recoil starter 


Briggs & Stratton engine — 
134 hp 4-cycle 











Contact the Savage distributor in your area for additional information on 
these mowers or write to SAVAGE ARMS CORPORATION, Lawn Mower 


Division, Chicopee Falls, Mass., U.S.A. 
For Details Circle 30 on INQUIRY CARD 
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TOOL RENTAL 
UPS SALES 


Boosts Plumbing Volume 300% 


CUSTOM-MADE “All-White” fixture 
display rack was built from 2 x 4’s 
to suspend eight lavatories, four 
double sinks, as well as two or three 


single sinks. 


HE popularity of “do-it-your- 

self” equipment in recent 
years has put the plumbing sup- 
ply department into a far 
greater profit-potential classifi- 
cation, according to Frank Len- 
hart, head of Lenhart Hardware 
Company, Mesa, Arizona. 

As a direct result of cap- 
italizing on the do - it - yourself 
movement, this Arizona store 
has boosted its plumbing fixture 
and general plumbing supply 
volume by more than 300 per- 
cent during the past few sea- 
sons. 

Until six years ago Mr. Len- 
hart had looked upon his plumb- 
ing department more as an 
“accommodation” rather than a 
profit producing department. At 
this time he decided to put in a 
“rental inventory” of plumbing 
tools which cost a total of $55 
for two each of the commonly 
used pipe cutters, wrenches and 
pipe dies. These tools rent at an 
average price of 50¢ for the pipe 
cutter and dies, and 25¢ per day 
for the other tools. These 
charges are dropped altogether 
when the customer buys a fairly 
large order. 


Got Immediate Sales Boost 


Plumbing supply sales began 
to pick up as soon as the rental 
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tools were added, but it wasn’t 
long before Mr. Lenhart found 
that he was spending a lot of his 
time instructing homeowners on 
how to use the tools and on the 
installation of plumbing fix- 
tures. He solved this problem by 
asking every manufacturer to 
supply printed instruction on all 
plumbing items that the store 
stocked. He got 100 percent co- 
operation along this line, and 
now it’s a simple matter to in- 
clude a set of instructions with 
each plumbing purchase. 

The emphasis on plumbing 
supplies was backed, with a box 
added to firm’s standard news- 
paper ads, urging Mesa home- 
owners to replace leaky faucets 
and faulty plumbing. The Ari- 
zona hardware dealer soon 
found that he was running out 
of stock altogether too often, 
and he wasn’t surprised when 
he had to increase his inventory 
from $500 to more than $2,500. 
“It has all been well worth- 
while,” Mr. Lenhart said. “Now, 
our inventory is so complete 
that we are even selling plumb- 
ers, who know that they can pick 
up fixtures and fittings at our 
store when they run out.” 


Increased Ad Budget 
As sales volume grew, Mr. 


Lenhart budgeted more funds for 
advertising the department, and 
as might be expected, the store 
soon found its display space in- 
adequate for the traffic which 
the sales campaign had devel- 
oped. This resulted in a complete 
rearrangement and enlargement 
of the department, which now 
occupies the center rear of the 
store. 

The center piece in this plumb- 
ing section is a custom - made 
“all-white” display rack which 
displays eight lavatories, four on 
each side, as well as four double 
sinks on the lower level and two 
or three single sinks along the 
top. Built at a cost of a few dol- 
lars, Mr. Lenhart credits the fix- 
ture with a sharp increase in 
fixture sales. 

At the same time, twice as 
much display area was given to 
small replacement fixtures, such 
as faucets, swing-arm bath tub 
fixtures, soap dishes, etc. All 
standard fittings, including such 
items as tees, washers, elbows, 
hangers, etc., are displayed in a 
self-service set-up. 

Now, this department is a de- 
finite source of traffic, has grown 
far more rapidly than possibly 
any other department, and has 
what Mr. Lenhart describes as 
“a glittering future.” 


HARDWARE WORLD 





The finest REEL- TYPE mowers you can sell 


are made by 


Savage_ 


When your customers 
demand the best! 


Savage 


YARD CHIEF® 
Model 90-R 21” cut 


Don’t neglect your customers (and there are plenty) 
who take pride in their lawns and prefer the clean- 
cutting action of a reel-type mower. And don’t for- 
get that Savage, one of the country’s leading manu- 
facturers of rotary mowers, also produces two of the 
finest reel-type mowers made! 

Precision-built by skilled craftsmen, in the fac- 
tories where the famous Savage firearms are made, 
Savage reel-type mowers give a scissor-sharp, “golf- 
green” cut. Rugged and reliable, they'll give more 
years of service than the rotary type. And that 
famous Savage name means instant customer recog- 
nition. Stock both these Savage mowers — for reel 
sales appeal! 


Also available: 
a Savage POWER CHIEF® 
. J i Model 75-R 18” cut 
' Rope or recoil starter 








Look at these 
selling features: 


Self-propelied — just guide it, no pushing needed 
Recoil starter — for fast, easy starting 


Enclosed chain and sprocket — protect against 
damage 


“‘Sta-Temp"’ hardened blades —stay sharp longer 
Easy cutting-height adjustments —from 114” to 21/4” 
Grass guards — prevent clippings from winding 
around the reel 

Fingertip clutch and throttle control —no bending 


Streamlined, height-adjustable handle—stands 
upright for small-space storing 


Wide-tread tires —for positive traction 
Toe-tip safety latch—fine on grades 


Sealed Timken bearings — never need oiling 


Briggs & Stratton engine — 
134 hp 4-cycle 











Contact the Savage distributor in your area for additional information on 
these mowers or write to SAVAGE ARMS CORPORATION, Lawn Mower 


Division, Chicopee Falls, Mass., U.S.A. 


For Details Circle 30 on INQUIRY CARD 
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MAY MERCHANDISING 





WINDOW A 


WINDOW B 


IN-STORE 
PROMO- 
TIONS 
AND 
SOURCES 
FOR 


ADVERTIS- 
ING 


SPECIAL 
DATES 


FIRST WEEK 


SECOND WEEK 


THIRD WEEK 


FOURTH WEEK 





May 11-17 


May 18-24 


May 25-31 





Maytime is Gifttime 
. « » Mother’s Day 


Maytime is Gifttime 
. . . Bride’s Showers 


Maytime is Gifttime 
: . Bridegrooms’ 
Showers 


Maytime is Gifttime 
.. . Weddings & Grad- 
uations 





nee 
Let It Flow 


Let It Flow 


Go All Out Outdoors 


Go All Out Outdoors 








Maytime is Gifttime 

(Mother's Day) . .. 
(Feature electric 
housewares - cutlery, 
clocks, radios, etc.) 

Let It Flow (Feature 
home Water Systems 
and plumbing supplies 
and tools) 

Yard Grooming Time 
Feature lawnmowers, 
shovels, rakes, hoes 
and garden hand tools) 

Summertime Appliances 
(Feature freezers, re- 
frigerators, air condi- 
tioners, fans, etc.) 


Maytime is Gifttime 
(Brides’ Showers . . . 
Feature housewares, 
silverware, glassware, 
clocks, étc-) 


Let It Flow (Cont.) 


Yard Grooming Time 
(Cont-) 


Summertime Appliances 
(Cont.) 


Summer Play (Feature 
bicycles, tricycles, wag- 
ons, scooters, etc.) 


Maytime is Gifttime 
(Bridegrooms’ Showers 

. Feature shavers, 
radios, sports gear, 
etc.) 


* Go All Out Outdoors 


Let It Flow (Cont.) 


Yard Grooming Time 
(Cont-) 


Summertime Appliances 
(Cont.) 


Summer Play (Cont.) 


Maytime is Gifttime 
(Weddings & Gradua- 
tions . . . Feature 
leather goods, radios, 
clocks, etc.) 


Let It Flow (Cont.) 


Yard Grooming Time 
(Cont.) 


Summertime Appliances 
(Cont. ) 


Summer Play (Cont.) 








May |-8— American 
Camp Week 


May |-3]—Nat’l Water 
Systems Month 





May 6-12—Be Kind to 
Animals Week 


May |1-]8—Nat’l Lug- 
gage and Leather 
Goods Week 


May 11-1|8—Let’s Go 
Fishing Week 


May |2—Mother’s Day 





* See Sports Corner For Merchandising Campaign 





May 30—Memorial Day 




















DO-IT-YOURSELF DISPLAY TIPS 


USING 
ODD AREAS 


Created by Bill Haber 
(Builders Emporium, 
Van Nuys, California) 








1. “ON THE BEAM?” is the idea of 
using odd areas (such as the ceiling 
beam shown) to display advertising 
and promotional messages. Sign, 
“Everything in Plumbing” is flanked 
by display of valves and faucets. 
Saves valuable counter and _ floor 
space. 
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2. TUNE TO CHANNEL S-E-L-L, 
with this simulated T.V. screen plug- 
ging washers. Washers attached to 
white cardboard on black painted ply- 
wood hung on pegboard covered 
beam. Small items draw customers 
to plumbing department to see water 
heaters, etc. 


Foi ERR OM on (by | Soe 
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3. “NUMBER PLEASE” and while 
the operator makes a connection the 
customers eye roves over a colorful 
poster giving reminders of products 
available in the store. Messages in 
such “dead” areas can be valuable 
aids in boosting last-minute and im- 
pulse sales. 


HARDWARE WORLD 





MAY PROMOTIONS 





Maytime is 
Gift Time 


Schedule: May 4-31 


OBJECTIVE: There are many gift occasions 
during the months of May and June... Mother’s 
Day, brides’ showers, weddings, graduations, and 
Father’s Day. Rather than have several promo- 
tions, one for each event, it would be far more 
impressive to have one big long promotion with 
emphasis at the respective time on a certain phase 
of the promotion. This will be more impressive 
to the consumer, particularly in regard to your 
store. The impression will be that you must cer- 
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tainly have a stock of gift merchandise if a cus- 
tomer can buy things from you to fit all the gift 
occasions of these two months. 


WINDOWS—lIt would be more impressive to 
have all windows in this promotion built with one 
basic design. The one shown herewith was de- 
signed for that purpose. All it takes to change it 
from a Mother’s Day window to one promoting 
Brides’ Showers is a sign and a change of mer- 











NEW 
MIRACLES 


... New from Keiser — the originator of the Pat- 
ented Push Cut Construction. This unique design, 
found only in Miracle grass and hedge shears for 
more than 25 years, assures the ultimate in effort- 
less cutting power. 

57—Miracle grass shear. The arm 

rest shear, entirely different, the 

only shear you can lean on, rest 

your arm and steady 

yourself. Keep hand en- 

tirely removed and pro- 

tected from 

ground, no _ skin- 

ned knuckles. Big 

value and a fast 

seller. 


Patent 
2,661,534 


The Lest in Shears 
fer 50 Years , 


25—Miracle Construc- 
tion Long Handle 
Grass Shear — Two 
handles for easy, fast 
operation. Clip the 
grass as you walk. 


M500—Miracle Construc- 
tion Hedge Shear. Differ- 
ent from all old-style 
hedge shears. The brain 
of the Shear transmits 
the power. Easy on the 
hands. No shock. 





KEISER MANUFACTURING CO. 
READING, PENNA. 
Represented on the Pacific Coast by 
CHARLES G. PUTNAM COMPANY 
Represented in the Intermountain States by 
KENNETH J. DAHM COMPANY 


For Details Circle 34 on INQUIRY CARD 
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chandise. The centerpiece is a May pole made 
from a pole covered with yellow and blue stripes. 
Use yellow and blue streamers from the top of 
pole to background platforms. Make a cone out 
of card and place at top of pole. Place small 
dummy gift packages in the cone. Letter on the 
side of cone “Maytime is Gift Time.” 

Shown at bottom of page are the special signs 
to use for the specific gift promotions which in- 
clude: Brides’ Showers, Bridegrooms’ Showers, 
Weddings and Graduations. 


IN-STORE DISPLAY—On gondolas or cornice 
of wall section use the May pole idea with a 
Flower basket on top loaded with dummy gift 
packages as shown in sketch at lower left-hand 
corner of page. 


MOTHER’S DAY PROMOTION (May 4-11)— 
Feature merchandise in the $10.00 to $50.00 
bracket. Also show lower and higher priced mer- 
chandise. The items to push are electric house- 
wares (coffee makers, toasters, grills, blenders, 
beaters, etc.), decorative ware, hollowware, radios, 
major appliances, etc. Advertise this promotion 
particularly in local newspapers and augment with 
radio and direct mail if your budget will stand it. 


BRIDES’ SHOWERS (May 11-17 or longer)— 
Promote the idea of giving such types of showers 
as Kitchen Showers, Bathroom Showers, Utility 
Showers, or any other that you can work up. All 
of those suggested can stimulate sales of mer- 
chandise from your store. Suggest your ideas in 
any advertising done during this campaign. Also 
put such signs as “For the Kitchen Shower” on 
gondolas or wall sections displaying such mer- 
chandise. 


BRIDEGROOMS’ SHOWERS (May 18-24)— 
This is a natural idea for a hardware store to 
develop. In the window show a preponderance of 
hand tools with portable electric tools. Also show 
garden supply items, particularly shovels and 
rakes. Sporting goods and camp supplies are also 
good to promote. When advertising this use a lead 
something as follows: “Hey! Fellows! Don’t let 
the Gals get Ahead of You. Give a shower to that 
friend of yours who will soon be a bridegroom. 
Yes sir, Give a Bridegroom’s Shower. It’s easy. 
Just follow directions as given herewith.” Suggest 
various types of parties . . . home, club, special 
banquets, etc. Also mention that the hardware 
store is the best place for a bridegroom’s gift. 


WEDDINGS AND GRADUATION GIFTS 
(May 25-June 7)—Feature high-ticket items for 
this event including electric housewares, silver 
ware, hollowware, appliances, luggage, decorative 
ware, buffet ware, dinnerware, glassware, etc. 
Advertise this with style using plenty of white 
space in newspapers. For direct mail pieces use 
very fine paper and have printer design it with 
care. 
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Precision-made by specialists! 


Packaged for real profits! 


Ist choice of craftsmen everywhere! 


SOUTHERN SCREWS BRING YOU PROFITS YOU CAN DEPEND ON ... DAY AFTER DAY! 


Dealers nation-wide are getting on the Southern Screw profit 
band-wagon because Southern’s quality brings customers back 
for more. Southern’s quick, dependable service gets ’em to you 
fast . . . and Southern’s “EZ to C ©” labels help you make 


sales right now! ce ) a “ 
Stock all finishes and sizes of Southern’s complete screw and , « ry / 


bolt line for faster, surer “built-in” profit all the year ‘round! ; 
; SCREW COMPANY 


Write for Package Stock Guide and information about your STATESVILLE © NORTH CAROLINA — 
free supply of TC-4 Charts, especially designed for home 
craftsmen, Box 1360-HW, Statesville, N. C. 


* Nationally advertised in POPULAR SCIENCE Wood Screws @ Machine Screws & Nuts @ A&B Tapping Screws @ Dowel Screws 
and POPULAR MECHANICS. Wood & Type U Drive Screws @ Carriage Bolts @ Stove Bolts @ Hanger Bolts 


Warehouses: NEW YORK @© CHICAGO © DALLAS ¢ LOS ANGELES SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 
For Details Circle 31 on INQUIRY CARD 
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NATIONAL 
ADVERTISING 


ON THREADED STEEL 
RODS— Year around adver- 
tising keeps reminding custom- 
ers in your own back ard to 
come to you for Redi-Bolt. In 
leading magazines like Popular 
Mechanics, Family Handyman, 
Farm Journal, and many oth- 
ers, over 6,000,000 sales messages ap- 
pear each month . . . building demand among 
home handymen, farmers, craftsmen, contractors, etc., 
backing up your own sales efforts for more profit. 


Q Qully 


PROTECTION 


Every ase of Redi- Bolt 


threaded steel rod comes to 
you in straight, true lengths 

. with ws sag accurate 
threading. Redi-Bolt looks 
better on display, and does a 
better job for your customers. 
That’s why it moves faster, 
turns over more often. Quali- 
ty control at the Redi-Bolt 
plant means “profit protec- 
tion” for you. 


Seven Popular Diameters: 

1/4", 5/16", 3/8", 7/16”, 1/2", i rece 
5/8", and 3/4", in handy 24" ; 

and 36" lengths. Bright zinc FREE... 
plate and blue rust-resistant 
finishes. 


. Sturdy, wooden 
display stand with stand- 
ard assortment. 


SELL GENUINE REDI-BOLT ... THE ONLY 
PROFITABLE LINE OF THREADED STEEL RODS 


ttoh your jobber 











4 a ly REDI-BOLT, INC. 
® Dept. HW 


5334 Indianapolis Blvd. 
East Chicago, Indiana 
For Details Circle 32 on INQUIRY CARD 
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the FINEST tools 
YOUR CUSTOMERS CAN BUY 


(il HAT \ECK AIR-CUSHIONED 


PRECISION-BALANCED HAMMERS 


Di, for sure pROFITS/ 


THE GREAT NECK ONE- 
PIECE FORGED-STEEL 
No. A-2 
Combines the best = 
in tool workmanship 
with the finest of tool 
steel. Unsurpassed. 
one-piece hand tool 
that permits effort- 
less wrist motion. 
Electrically hard- 
ened mirror polished 
head and rubber 
cushioned grip 
makes this hammer 
a must for today’s 
working pleasure. 


THE GREAT NECK 
TUBULAR 


Perfectly balanced 
its all steel from head 
to handle. Tough 
Tubular alloy tool- 
steel shaft can’t bend 
or break. Shaft is 
permanently locked 
into electrically 
heat-treated, forged- 
steel head—balanced 
to produce extra 
power. Modern air- 
cushioned non-slip 
rubber grip is per- 
manently fused to 
the shaft to absorb 
shock. 


No. HA-4 
HALF 
HATCHET 


STYLES: Curved and Straight Claw for everyone: home- 
owners, craftsmen, professionals. 16 oz. and 20 oz. heads — 


packed 4 per box. Individually boxed for Xmas and for year- 
round gift-giving. 


WRITE FOR COMPLETE CATALOG 
OF TOOLS AND KITS FOR EVERYONE 


GREAT NECK 


SAW MANUFACTURERS, INC. 


For Details Circle 33 on INQUIRY CARD 
HARDWARE WORLD 


¥ OF: K 





MAY PROMOTIONS 





Let It 
Flow 


Schedule: May 4-17 


OBJECTIVE: This promotion is a tie-in with 
National Water Systems Month in May. For the 
first 11 months of 1956 the industry sold 728,009 
pumps. Thousands of related items were also sold 
such as water heaters, automatic clothes washers, 
dishwashers, water softeners, food waste dis- 
posers, farmyard and milkhouse equipment and 
plumbing fixtures. This is a worthwhile promotion 
and can help you to move a lot of equipment and 
supplies. 


WINDOW: In addition to setting up window as 
shown in sketch, you can use the official poster 
for Water Systems Month. 


To obtain posters, write to Electric Water Sys- 


} THIS is NATIONAL WATER SYSTEMS MONTH! 


MONTH 
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tems Council, c/o Plumbing and Heating Indus- 
tries Bureau, 35 East Wacker Drive, Chicago 1, 
Illinois. 


IN-STORE DISPLAYS—Use action displays 
with water systems supplying plenty of water 
and plenty of pressure to prove value to custom- 
ers. Poster should be used with display. 


SPECIAL EVENTS—Hold an open house to 
kick off the promotion probably on the first Satur- 
day. Have coffee and doughnuts for adults, pop 
and balloons for the youngsters. 


ADVERTISING — Use your most effective 
media in your area. In some places direct mail 
might be the best way to contact most of your 
prospects. To use this, send a letter inviting the 
entire family to your open house and then enclose 
several folders regarding appliances that can be 
used with a water system. If you use radio or 
newspapers, start off by inviting everyone to 
come to your open house. Then explain what a 
wonderful way of living there is ahead for the 
family with an up-to-date water system. 
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Merchandising Aids 





250—POINT OF SALE DISPLAY for 
“Carco-X” insecticide keeps merchan- 
dise and instructions to home garden- 
ers together in a space saving coun- 
ter-top unit. Several sizes are carried 
in the rack, along with various book- 
lets on specialized gardening subjects. 
—Getzum Products. 





251— “THE OLD LAMP -POST” is 
given a functional new use in this 
space-saving display being offered to 
dealers as part of the maker’s new 
line of outdoor lights. Two displays 
shown may be used as a unit or inde- 
pendently. Display board separates 
from post section. —Moe Light Div., 
Thomas Industries. 


ABINET CATCH 
h » og Son re 


’ FINGER TY 
MADE OF TEMPFRED STEEL 
. 


CABINET CATCH | 
. i 


POR LIGRT CABINET DOOR 





252—“OLD ITEM—NEW LOOK.” 
Complete in a polyethylene bag are 
six conventional cabinet catches and 
screws. Saves time and inventory of 
small items and increases unit sales 
by selling sets rather than individual 
catches. Price circle on each bag.— 
Gordon Associates, Inc. 
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253—TIME FOR TWINE, kite twine, 
that is. With spring on the way this 
counter-top display will remind cus- 
tomers to pick-up that extra ball of 
twine for kite flying season. Each ball 
on rugged red, white and blue winder 
and is 500 feet in length for high 
flying. —John H. Graham & Co., Inc. 


=> 
WALLGRIPS, 









254—“READY TO GO” as it comes 
from the package this revolving sales- 
center for “Wallgrips” is completely 
assembled including blister packages 
already attached to the rack. Unit 
carries various assortments and is 
furnished free of charge with order. 
—Star Expansion. 








CIRCULAR SAW GLADE 


Tae teen chenp tote of tn sow te dee He 
oad 


a  aoedl 
cen cating oh te seers San th 
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256—“PEEK-A-BOO” window is out- 
standing feature of this newly de- 
signed carton for circular saw blades, 
permitting customers to view the type 
of tooth on the enclosed saw without 
opening the package. Reverse side 
shows other styles. — Disston Div.— 
H. K. Porter Co. 





257—“VACUUM PACK” for an en- 
tire line of household and hardware 
items has been adopted by this manu- 
facturer. Carded cutlery protected by 
the acetate film is always factory 
fresh and sharp edges are protected 
from damage and danger. High sani- 
tation advantage.—Goodell Company. 





255—“PAINT PROMOTION” is as- 
sisted by this up-front counter top 
display for spray paint. Unit takes 
less than one-half square foot of 
counter space and carries representa- 
tive sampling of colors. Paint is 
priced to retail at maximum sales 
volume.—Seymour of Sycamore. 


258—“‘NON-RUST” garden teol hang- 
ers are clearly displayed on cover of 
this new counter-top unit. Illustra- 
tions show how set holds up to 12 
garden tools of any type. Brackets 
are of heavy duty casting and can 
be used in garage, etc.—Dexter Fab- 
ricating Co. 
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Here's Your “Special” For 
MOTHER'S DAY Promotion! 


Fully AUTOMATIC 


PERCOLATORS 


“THRIFT-0-MATIC’ 
8-Cup 


No. 1952 


“THRIFT-O-MATIC’ 
5-Cup 


Feature EMPIRE Automatic Electric Coffee 
Makers for Mother’s Day gifts for the most 
delicious coffee! Here are two popularly 
priced “EMPIRE” models with “sure-fire” 
sales appeal... 


Convenient 8-Cup “THRIFT-O-MATIC” 


@ AUTOMATIC all the way! And beau- 
tifully styled in gleaming aluminum. 
@ “SIGNALITE” glows red w hen coffee 
is ready—stays on to show it’s serving 
hot! 

@ “Cold-Water” Pump for finer flavored 
coffee . . . no boiling! 


For Smaller Needs—The 5-Cup “THRIFT-0-MATIC” 


Designed to make small quantities of 
full-flavored coffee — economically. 
All the automatic performance fea- 
tures of the larger 8-cup model. 


No. 1952 


$Q- .95* 


Retail 
with cord 


No. 1951 


$9.25" 


Retail 
with cord 


“COFFEE-QUICKIE” 2-Cup Percolator 


Makes a “cup for two 
— or two for you.” 
Speedy—thrifty—great 
for traveling. 


No. 63 


$4.50* 


No. 72 


Fully 
Automatic 


$7.50* 


METAL WARE 


* Prices 
slightly higher 
in West 


Originators of Emersion Elements 

and Double Wall Pumps that 

“Perc” in Seconds .. . no boiling 
- make the Finest Coffee! 


The METAL WARE Conporction 


TWO RIVERS, WIS. 
For Netails Circle 35 on INQUIRY CARD 
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BUILD YOUR SPRING 
CLEAN-UP, PAINT-UP, 
FIX- UP PROMOTION 


AROUND 
HOWARD LADDERS 


Point out the features that make 
HOWARD Ladders safer, more dur- 
able, a better buy for the home- 
owner. In HOWARD Step Ladders 
—SAFE-T-STEPS, flush top, bridge- 
back construction. In the complete 
line of HOWARD Ladders—stable 
design, quality workmanship, spe- 
cially selected wood for rigidity and 
long life. 


~ 


ininiaie 


IAA 


This is the time of year when people 
buy new ladders and replace old 
ones — that's why APRIL is NA- 
TIONAL LADDER MONTH. Suggest 
a HOWARD Ladder for Spring 
clean-up, paint-up, fix-up — build 
sales and customer confidence! 


IHustrated— 


No. 1130 EXTENSION LADDER 
Safe, sturdy, fully rodded 


No. 1104 HUSKY STEPLADDER 
Outstanding value for home use 


Ovte HALF A CENTURY OF OV 


HOWARD MANUFACTURING CO., KENT, WASH. 
HOWARD MANUFACTURING CO., of CALIFORNIA 


2428 E. 56th St., Los Angeles 58 
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FIRST PRIZE in the window division of gadget display 
contest was won by Mann’s, Medford, Oregon for this at- 
tractive window which stimulated sales of gadgets as gifts. 
Window background was red quilted satin. The Christmas 
foliage framing window was red and green. Many items 
were suspended on red and green satin ribbons and bows. 











SECOND PRIZE window, won by Village Hardware, Palo 

Alto, California, was also used as an in-store display. 

Three-dimensional, cut-out Christmas tree held many 

gadgets and served to convince customers that gadgets 
make excellent gifts. 
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Contest Increases 


Gadget Displays 


HREE Western hardware stores won prizes for 

creating special displays of gadgets to tie-in 
with a gadget advertising program during the 
Christmas gift-selling season of 1956. The contest 
was sponsored by Allied Western Distributors of 
San Francisco who have become a major factor 
in the distribution of gadgets in the West. 

The contest idea was used to encourage hard- 
ware dealers to coordinate their windows and 
in-store displays with the distribution to their 
customers of the wholesaler’s consumer merchan- 
dising catalog, “Gadgetland.” Many of the 162 
stores which used the catalog participated in the 
contest. 

First prizes of $50.00 each were given to the 
winners of window and in-store displays respec- 
tively. The window winner was Mann’s, Medford, 
Oregon. The in-store winner was Dary’s Inc., 
Barstow, California. 

A second prize of $25.00 was won by Village 
Hardware, Palo Alto, Calif., for their window 
display which also served as an in-store display. 

First-place winner, R. James, display and adver- 
tising director of Mann’s, reported several weeks 
after the promotion was started that it was “Still 
going strong. ... Thanks for a wonderful promo- 
tion idea.” 

A total of 821,000 copies of “Gadgetland” were 
distributed last fall. The merchandising catalog 
is published several times a year. The next catalog 
will come out on April 15 in time to stimulate gift 
sales for Mother’s Day and brides’ showers as 
well as barbecue supplies and gifts for Father’s 
Day, and vacation needs. Window display ideas 
and other advertising suggestions make up the 
kit which goes to dealers tying in with the Spring 
issue of “Gadgetland.” 
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DIAMALLOY 
iene WRENCHES 


Seite tax aint . Are MADE for tough jobs. They give 
hidch. dann <i good service long after others 
4-inch. Chrome plated NES] dbetenss erro dhpyte pare tee 
all over to prevent rust. mend them with confl- 
Larger sizes have tapered han- 

dles to lessen weight and give easier 

grip. Individually boxed Ask your Whole- 

saler or write for a catalog mentioning his name 


DIAMOND CALK /0/<S/02( 


DULUTH, MINNESOTA _ ESTABLISHED 1908 TORONTO, ONTARIO 
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CLOSE COUPLED CENTRIFUGAL PUMPS 


(Type E 100) 


Ye HP — 1/3 HP — 1% HP 
1%” Suction, 1” Discharge 
ize 


OUTSTANDING FEATURES: 
New lightweight motor 
design 
Mechanical pump seal 
Rugged Construction 
Compact, versatile unit 


USES: 
Refrigeration, Air Con- 
ditioning, Swimming 
pools, etc. 


CLOG-PROOF 
WIRE STRAINER 


. A superior pump for long life and 
EIGHT SIZES <f “1 





Many pump manufac- OUTSTANDING FEATURES: 
turers use Strataflo as 


se . i= 7 as Double Ball Bearing 
original equipment. @ t / Mechanical Shaft Seals 
Lifetime Lubrication 
Heavy Duty Construction 
Heads up to 60 feet 
Big Cost Advantage 

| eats | ALSO A COMPLETE LINE OF BRONZE 

se ROTARY GEAR PUMPS 

STRATAFLO Foot and Check ‘a 
Valves end leakage troubles, save 
wear and tear on pump and save 
their cost in service calls. They are 
ideal for jet-type pumps. 


Lip 
Write for Bulletin 1003 or telephone E. L P R i € g P u M P o o. 


James Tannehill, Harrison 3313 today. Ts 357, Sonoma, California 
STRATAFLO PRODUCTS, INC. "Manufacturing Pumps Since 1932" 


Write for Catalog Fort Wayne, Indiana 
ony Details Circle 38 on INQUIRY CARD For Details Circle 39 on inquiry Card 
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CONVENTION AND SHOWS 





San Francisco 


Convention & Show 
Well Attended 


California Retail 
Hardware Association 
(San Francisco—Feb. 10-13) 


More than 2500 delegates at- 
tended the 56th annual Conven- 
tion and Hardware Show of the 
California Retail Hardware As- 
sociation at the Fairmont Hotel, 
San Francisco, February 10-13. 
This year, as in the past, all 
available exhibit space, 116 
booths, were utilized by exhibi- 
tors, and were visited by the 
dealers who came from all over 
Northern California. 

Again this year dealers were 
given a book of tickets to be 
deposited in collection boxes in 
each booth they visited. Win- 






DEALERS inspect mer- ... GREET old friends pate 


chandise 


EXHIBITORS show their merchandise 
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. . . MEET wholesaler friends 





OFFICERS AND DIRECTORS of the California Retail Hardware Association 
who were elected at the conclusion of the San Francisco conventien and show 
(Front row, left to right) are: 2nd vice president—F. G. Bremer, Jr., Bremer’s 
Hardware, Gridley; president—O. H. Elliott, H. H. Buhne Co., Eureka; Ist 
vice president—A. F. Kunkee, Atascadero Hardware, Atascadero; K. B. Jacob- 
sen, secretary-manager of the association; director—G. O. Edes, Edes Hard- 
ware, Morgan Hill; and director—G. W. Tomasini, Tomasini Hardware, 
Petaluma. Back row (left to right) are: advisory committee members K. H. 
Cooper, Cooper’s Vallejo; R. H. Tieman, Tamalpais Hardwere, Mill Valley; 
W. H. Messick, Messick Hardware, Salinas; and directers B. B. Bolfing, 
Bolfing’s Elmwood Hardware, Berkeley; L. M. Morris, Morris Hardware, 
Weaverville; and E. F. De Gregori, Los Banos Hardware, Los Banos. 


Palo Alto Hardware, Palo Alto, 
Calif., a $50 savings bond. 

A highlight of the convention 
was a conducted tour of Tubbs 
Cordage Mill, San Francisco, so 
that delegates could view the 
process of making rope. 


ners of convention prizes were: 
Morris J. Bennett, Woodlake 
Hardware, Woodlake, Calif., first 
prize trip for two to Las Vegas; 
Lois V. Mongan, S. Mariani & 
Sons, San Francisco, a $100 sav- 
ings bond; and Richard O. Welch, 


4 


GET their pictures . .. AND have fun at well at- 
tended events. 





taken 


wae 


. .. AND show off promotional material 
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KRYLON 


ZOOMS SALES 
with “Big 4"" Spring Promotion 


a4 Powerful LIFE Spring campaign . . . 6 big, compelling ads 
to pull in the customers . . . with more LIFE ads to come! 


2 | New, striking KRYLON label... giant 16-o0z. can, winner 
of national C.S.M.A. aerosol label award! 


3) New wrought iron display rack worth $15 FREE TO YOU 
with 24 16-oz. cans! 


4 Introductory assortment of 
24 cans and free display rack for 


only $25.81... 40% profit... 
$1.79 bonus on your first reorder! 


Racks are designed to be easily added, 
rack to rack, as customer demand grows. 


America’s best selling spray enamels 
If you prize it... KRYLON.IZE it 
KRYLON, INC. 


NORRISTOWN, PA. 
For Details Circle 42 on INQUIRY CARD 





MECHANICS’ TOOLS and 
HARDWARE SPECIALTIES 


ORDER NOW .. . FOR 
EARLY DELIVERY 


THE KEY TO 
GREATER PROFITS 





HAND 
CULTIVATOR 
Tines are reinforced 
and upper part enam- 
eled red. Two lengths: 

9/,"" and 35". 


No. 270 L. H. 
ae 3 


The Line With Greater 
CUSTOMER ACCEPTANCE 











The complete line of Geyer Farm 
and Garden Tools signals quality 
and efficiency to your customers. 
That means fast, easy saleability 
and greater profits for you. The 
new improved display stand will 
sell itself out time after time. If 
you aren't cashing in on the 
Geyer line now, you should in- 
vestigate its possibilities. 


Write Loday for complete 


catalog of toels and details of mer- 
chandising and advertising aids. 


443 MANUFACTURING CO. 
tole, Gas Vea wml al, fein) 
For Details Circle 40 on INQUIRY CARD 
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6"' GARDEN 
TROWEL 
No. 212 


Blade and Shank stamped from 16 gauge bright steel. Part of blade 
is enameled green. 


6"' GARDEN 
TROWEL 
No. 215 


bright steel. Steel shank fastened to blade with 
—— bBo Shae ak and part of blade is enameled green. 
CONTACT YOUR JOBBER OR WRITE FOR CATALOG TODAY 
GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON INC. 





_ BRENNER AND KENT STREETS — NEWARK 3, N. J 
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CONVENTION AND SHOWS 





SOUTHWEST DEALERS 
ENJOY LONG BEACH MEET 


Busy hardware dealers in the 
rapidly growing Pacific South- 
west area took time off to meet 
their fellow hardware men at 
Long Beach, February 19-21, as 
well as to meet representatives 
of many manufacturers who ex- 
hibited at the hardware show in 
the Civic Auditorium. They at- 
tended the convention of the 
Pacific Southwest Hardware 
Association where Dwayne O. 
Larson of Wilmington Hard- 
ware, Wilmington, California, 
became president. He succeeded 
Glenn A. Cornwell, who com- 
pleted a successful year for the 
organization. 

The group also elected John 
Herman, Escondido Hardware, 
Escondido, California, as first 
vice president. Subsequently the 
membership elected by mail bal- 
lots Jack Noonan, Noonan Hard- 
ware, Santa Monica, California, 
as 2nd V. P. 

At the first meeting held with 


Breakfast meeting draws attendance 
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THE NEW PRESIDENT of the Pacific Southwest Hardware Association, 

Dwayne O. Larson (left), Wilmington Hardware, Wilmington, California, re- 

ceives the large gavel from retiring president, Glenn A. Cornwell, Cornwell & 
Kelty, Glendale, California. 


breakfast, there were two fea- 
tured speakers: Dwayne Laws, 
director industrial relations, 
NRHA, who spoke on “Volume 
with Profit” ; and Bill Gove, vice 
president and sales director, 
EMC Recordings Corp., St. Paul, 


John S. Tomajan talks about 
“profile” 


Minn., who told the group “It’s 
Up to You.” On February 20 
the featured speaker at a lunch 
meeting was John S. Tomajan, 
president, Washburn Co., 
Worcester, Mass., who presented 
“The Profile of a Business.” 


Dealers listen to sales pitch 
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LISTO 


MARKING PENCIL 


writes on 


everything! 


Makes a clear 
bold mark on 

any surface... 
even glass, 
plastic, 

and cellophane. 
Refills in black, 
red, blue, green, 
yellow, and white. 





Ask your wholesaler or write 


LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 
For Details Circle 43 on INQUIRY CARD 
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‘Ideal Closers 


Smooth, positive action on storm and 
screen doors up to 114” thick. Protector 
chain has hold up spring. Closers are self 
lubricated and guaranteed for 10 years. 
Strong or light spring action available. 
All models available have fast latching 


have 
every 
selling 
feature 


For Details Circle 44 on INQUIRY CARD 
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feature for fast final 5° of closing to over- 
come friction of weather strip. Also avail- 
able with narrow jamb bracket that re- 
quires only 114” space between doors. 

No. 80 as above, No. 90 without pro- 
tector chain. Ask your hardware jobber or 
write us for selection and prices. 


IDEAL BRASS WORKS, INC. 


250 EAST Sth STREET + ST. PAUL 1, MINNESOTA 








NEW TRIPLE-DUTY HANDLE — 
side handle attaches on either 





for tri ing wide 
exclusive! 





BEST IN DESIGN, 






NO.1350 


TRIMMER 
Completely New 


WITH EXCLUSIVE FEATURES! 


The new Shopmate Trimmer has everything you need to get 
volume sales . . . brilliant new two-tone colors to catch the 
eye (sparkling silver luster with bright red handles and cord)! 
Exclusive new features make trimming a pleasure (some so 
advanced that they’re patented), and a price that’s $15 to 
$20 lower than other quality trimmers! Take a look, and 


‘ll h Is i ! 
you'll see why Shopmate sells in volume _— 


NEW TRAP-LOCK CUTTER TEETH 
tightly grip the material to be cut 


slip! They're exclusive! 


Check these other 
fine features! 


@ light for easy handling — only 
5% pounds. 

@ improved bevel pinion gear and 
cam action insures years of 
trouble-free performance 

@ sturdy, die-cast aluminum 
housing 

@ 13” sickle-type blade made of 
hardened tool steel, precision 
ground to stay sharp under con- 
stant use 

@ insulated comfort grip handle 

and contour designed auxiliary 

handle 

rugged series motor — 1.6 amp. 


4° 29”* 


Write for complete information Dept. onl 4-57 


PORTABLE ELECTRIC TOOLS, INC. 


320 West 83rd Street « Chicago 20. Illinois 
For Details Circle 45 on INQUIRY CARD 


without a 


side for right or left hand use 
— attaches on rear of trimmer 
it’s 


hack 























EXTENSION HANDLE . (op- 
tional at extra cost) attaches 
on the back — makes hard-to- 
reach spots easy to reach. It's 
exclusive! 


a 
retail 
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Pendleton 
Tool 
Promotes 
Four 


in Sales 


Louis Greenfield 


A number of appointments in the 
sales force of Pendleton Tool Indus- 
tries, Inc., and its affiliates have been 
announced by Marvin S. Bandoli, firm’s 
vice president in charge of marketing. 

Named assistant sales manager was 
Louis Greenfield, who will assist Mr. 
Bandoli in the administration of a 
greatly accelerated merchandising 
marketing and sales activities. Mr. 
Greenfield has been with the firm 


Richard E. Reich 


since 1943 in a wide variety of as- 
signments. 

Richard E. Reich has been named 
product sales manager of Proto Tool 
Company, a subsidiary of Pendleton. 
Previously, Mr. Reich had served for 
five years as assistant sales manager 
for another of the company’s subsidi- 
aries. 

Nelson Bartoo, formerly director of 
research for Proto Tool has been 


Nelson Bartoo 


Henry J. Zellweger 


named director of contract sales. He 
has been with the firm since 1945. 

At the same time it was announced 
that Henry J. Zellweger had been 
promoted t othe post of sales promo- 
tion and advertising manager of 
Proto. Before joining the firm in 1954, 
Mr. Zellweger was advertising man- 
ager for Utica Drop Forge and Tool 
Corporation. 





Heads 
Disston 
Division 
Sales 


Samuel N. 
Pritchard 


Samuel N. Pritchard has_ been 
named general sales manager for 
Henry Disston Division, H. K. Porter 
Company, Inc. Prior to joining the 
firm he was branch manager for In- 
ternational Business Machines in 
Chester, Pa. Mr. Pritchard will super- 
vise the sales activities of Disston’s 
hardware, industrial and export de- 
partments. 
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Linzer Opens Western Branch 


David Linzer & Sons, Inc., manu- 
facturer of paint brushes for home 
and industry has opened its new West 
Coast Branch office at 2343 Saybrook 
Avenue, Los Angeles. 

Heading the new branch office is 
Mr. Joseph Barnett, who has been 
with the firm for six years, first as 
a salesman and more recently as 
Western district sales manager. 


Pehrson Takes C of C Post 


SALT LAKE CITY—Paul L. Pehr- 
son, owner and manager of the Sugar 
House Hardware Store, Sugar House 
section of Salt Lake City, was elected 
president of the Sugar House Cham- 
ber of Commerce Dec. 18. It is the 
second time he serves in the post 
having been similarly elected in 1950- 
1951. 


BURBANK, Calif.—Earle Dorr has 
been named West Coast district man- 
ager of Acme Quality Paints, Inc., 
and will headquarter in Burbank, 
Calif. Mr. Dorr joined Acme in May 
1946 as a trade sales salesman and 
since then has served as a district 
manager and in other capacities with- 
in the organization. 
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ABOUT 


PEOPLE 


Plumb 
Elects 
Gillespie 
Sales V-P 


William B. 
Gillespie 


Fayette R. Plumb, Ine., announced 
that the company’s board of directors 
elected William P. Gillespie to the 
office of vice president in charge of 
sales. 

Mr. Gillespie, who has covered the 
hardware trade nationally for the past 
20 years has been sales manager of 
Plumb since January 1956. 


Eclipse Buys Wasp Line 


The Eclipse Lawn Mower Co. (Div. 
of Buffalo-Eclipse Corp.) has an- 
nounced the purchase of all patents, 
patterns, and rights to the Wasp 
Chain Saw line formerly manufac- 
tured by Northern States Equipment 
Incorporated. The line will be offered 
initially but not exclusively to Eclipse 
lawn mower dealers. 


McCawley With Mall Tool 


E. S. McCawley has been appointed 
promotion and advertising manager 
of Mall Tool Company, a division of 
Remington Arms Company, Inc. Prior 
to his new assignment, McCawley was 
serving as an assistant in Remington’s 
shooting promotion section. 


Molly Promotes Forsberg 


R. M. Forsberg, sales manager 
since 1952, has been elected vice pres- 
ident and director of the Molly Cor- 
poration, Reading, Pa., manufacturer 
of Molly screw anchors, utility plugs 
and hi-speed installers. 
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MAKING PLANS FOR THE SAN 


FRANCISC SEWARES SHOW 


ieee - i ” 


OFFICERS AND MEMBERS of the newly organized Western Housewares 
Association formulate plans for a major West Coast Housewares Show to 
be held concurrently with the Western Summer Market, July 22 through 26, 
at the Western Merchandise Mart, San Francisco. Show Committee members 
(Seated, left to right) are: Charles G. Putnam, Charles G. Putnam Company, 
and vice president of the new organization; Max Fisher, H. M. Johnston & 
Associates, and president of the group; and Henry Adams, business manager 
of the Mart. Standing (left to right) are James C. Anderson, of the James 
C. Anderson Company; Walter Stone, W. & B. Stone Company; Marguerite 
Hickey, advertising manager of the Mart; and David J. Bartelme. Bart- 
Kinnison Company. 


MAY HARDWARE STARTS BUILDING NEW HOME 


a. ee 
ata? 


PORTLAND CONSTRUCTION of a new $250,000 building on a _ recently 
purchased tract at the northeast corner of S. E. Grand avenue and Caruthers 
Streets, has been announced by May Hardware Company. The building, which 
is about 20,000 square feet, will be constructed of reinforced concrete. About 
2500 square feet will be used for office space and the rest for warehousing. 
The building will be located on spur tracks and two railroad and three truck 
loading doors will be provided. 


Thomas A. 
Inch, Jr. 


LOS ANGELES—Thomas A. Inch, 
Jr., has been named a sales represen- 
tative for Stanley Electric Tools, di- 
vision of the Stanley Works. Mr. Inch, 
who joined Stanley in June, 1956, will 
work out of the firm’s Los Angeles 
office. 


James A. Wold, formerly an admin- 
istrative assistant for the West Coast 
operation of the Borden Company’s 
Chemical Division, has been named 
general manager for the newly cre- 
ated Consumer Products Department 
of the firm’s Chemical Division. 
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HOLD-E-ZEE 


THE ORIGINAL AUTOMATIC GRIP 


SCREWDRIVERS 


st 

in FEATURES 
in QUALITY 
in VALUE 


For complete customer satis- 

faction, sell the feature- 

packed drivers that give sini 
all purpose use—sell : INT: 


HOLD-E-ZEES. HAND 
i GROUND 


FEATURES (exclusive) /@ 
include: LOK-BLOK, ff 
makes blade impact, 

twist proof; GRIPPER 
recedes deep into 

handle; Special Bit, 
recognized as best 

for both cross 

point screws. 


QUALITY is oytstandin 


vanadium blades # . . unbreakable 


z er 
Tenite handléy .#.. Built stronger 
to last on fl ] F 


Pat'd 


VALUE is unsurpassed 
Hold-E-Zees give full use 
Plus .. 
than ordinary drivers. 


. yet cost no more 


Pre-Sold by aggressive na- 
tional advertising and out- 
standing merchandising units. 


UPSON BROS., inc. 


ROCHESTER 14, N. Y. 
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MORE NEWS 


Two Salesmen Retire 
From Erb Hardware 


LEWISTON, Idaho—At the first of 
the year two veteran salesmen of Erb 
Hardware Company retired after 
working many years with the firm. 
William G. Pontius, who celebrated his 
74th birthday on December 31st, 1956, 
worked for the firm for 44 years. Mal- 
com McLeod (Mac) Murray worked 
with the company for 48 years. 

Mr. Murray, a native of Scotland, 
was a professional hockey player in 
Canada before he came to the United 
States. After spending several years 
as a general merchandise store owner 
and as an employee in several differ- 
ent firms, he arrived in Lewiston in 
1907 and joined the hardware concern 
of Meyers & Topping. In 1909 he went 
with Cash Hardware Co., remaining 
with firm when it became Erb Hard- 
ware Company in 1911. 

Mr. Pontius came to Lewiston in 
1913 and worked as a dairy products 
salesman before joining Erb in the 
same year. 


Stiles Named Sales Manager 


Harold M. Stiles, sales executive 
of Yale Materials Handling Division, 
The Yale & Towne Manufacturing 
Co., for the past nine years, has been 
named western regional sales man- 
ager. He succeeds Frank Boufford, 
who has joined the staff of the Yale 
San Francisco Sales and _ Service 
Branch. In his new position, Stiles 
will be in charge of the supervision 
and promotion of Yale industrial lift 
trucks and hoists throughout the 
eleven most western states and the 
Canadian provinces of British Co- 
lumbia and Alberta. 


Carborundum Ups Smith 


Harold C. Smith, Jr., formerly St. 
Louis District Manager of The Carbo- 
rundum Company, has been appointed 
manager of the Merchandising Branch 
of Carborundum, succeeding Fred 
Scott, who was made sales manager 
for the company’s Bonded Abrasives 
Division. Mr. Smith will direct the 
sale of Carborundum’s abrasive and 
other products for the hardware and 
automotive after market. 


Rox Names Tucson Jobber 


Rox Products Company, manufac- 
turer of masonry paint, has announced 
the appointment of Sunland Sales 
Company, Tucson, Arizona, as jobbers 
for the firm’s line. 


Vallance Heads Expansion 


Jack Vallance has been appointed 
Trade Sales Manager of Blake Paint 
Corporation, Orlando, Fla., it was an- 
nounced by Dudley B. Blake, presi- 
dent. He will supervise a national 
sales expansion program featuring 
Blake “Bone Dry in 15 Min!” lacquer 
finishes. 

Mr. Vallance joined the company 
as sales promotion manager last year, 
after serving with another manufac- 
turer for over 10 years. 


Carlton Named S.M. 


James C. Carlton has been ap- 
pointed western division sales man- 
ager for Appliance Division of Motor 
Wheel Corporation. He is a 25-year 
veteran with Motor Wheel, and previ- 
ously served as an assistant sales 
manager, district sales manager and 
service manager for the Appliance 
Division. 


Winters Fills New Post 


In a recent announcement from 
Ramset Fastening system division of 
Olin Mathieson Chemical Corp., Mr. 
Samuel Winters was appointed to the 
newly created post of Western re- 
gional sales manager. Mr. Winters 
will operate from San Francisco. 


Lebanon Names Troxel S.M. 


New sales manager for Lebanon 
Chemical Corp., Lebanon, Pa., is Rob- 
ert B. Troxel. Mr. Troxel has been 
with the company since 1949, joining 
them after a brief service with an 
agricultural chemical division of a 
large paint manufacturer. 


NATIONAL PAINT ON T. V. 


National Paint has taken to the T.V. 
channels in Southern California with 
a film commercial dramatizing the 
advantages of its exclusive “Color- 
Lok” process. Actor Michael Rye dem- 
onstrates the uses of the product in 
protecting painted surfaces from fad- 
ing and dirt. 
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MORE NEWS 


Richard C, 
Newbold 


Richard C. Newbold has been elect- 
ed vice president in charge of sales 
and marketing for Krylon, Inc. He 
will work directly under James W. 
Bampton, firm’s president, and will 
direct firm’s expanding sales force in 
the United States and in the West- 
ern Hemisphere. 


Sales Reps Named 


Alum -O-Garden Industries, Inc., 
2354 North Clybourn Avenue, Chicago, 
Ill., makers of “Alum-O-Trel” the all 
aluminum garden trellis, and “Alum- 
O-Fence,” the all aluminum garden 
fence, has named several new sales 
representatives in the west, including 
E. R. Palmtag Company, Los Angeles 
and San Francisco, Calif., for Cali- 
fornia. W. C. Clayton, Seattle, Wash., 
for Washington and Oregon. W. P. 
Clayton Company, Salt Lake City, 
Utah, for Montana, Idaho, Wyoming, 
Utah, Colorado, Arizona, and New 
Mexico. 


1957 FATHER'S DAY POSTER 


integrity Starts in the Home 


GRANDPA gets in the act in this 
poster for Father’s Day, June 16. The 
poster, in four colors, is available in 
many sizes from 50-inches high down 
to the two-inch sticker for envelopes, 
letters, invoices and packaging. For 
more information regarding point-of- 
sales displays contact Father’s Day 
Council, Inc., 50 East 42 Street, New 
York 17, N. Y. 


APRIL 1957 


George Rothfus Retires 


PORTLAND — George Rothfus, 
store engineer, merchandiser and sales 
promoter for Marshall-Wells Com- 
pany for 32 years has retired. 

Starting with Duluth Show Case 
Co. in 1924 he planned and merchan- 
dised many eastern stores, such as 
Rudolph & West in Washington, D. C. 
and Wilson Hdwe., Beaumont, Texas. 

During his 19 years in Portland, 
Oregon, with Marshall-Wells he plan- 
ned and merchandised such stores as: 
Lentz Hdwe., Yakima, Wash.; Wood 
& Sons Hdwe., Ellensburg, Wash.; 
Blessing Hdwe., Portland, Ore.; Young 
Hardware, Portland, Ore.; Kenyon 
Hdwe., Portland, Ore.; Cedar Hill 
Hdwe., Beaverton, Ore.; J. A. Lamb 
Co., Coquille, Ore.; Shafer’s Hdwe., 
Eureka, Calif.; Hensel & Co., Arcata, 
Calif.; Fortuna Hdwe., Fortuna, Calif., 
and Lind Hdwe., San Leandro, Calif. 
These are just a few of the 238 stores 
he planned in the Northwest. 


Modglin Sells Plastic Div. 


Sale of Modglin Company, Inc., of 
Los Angeles, Plastics Division to 
O-Cedar Division of American-Mari- 
etta Company, has been announced. 
Modglin will continue to produce 
Perma-Press and Press-O-Mop in re- 
sponse to large national demand for 
these items. 


Joins Olin Mathieson in West 


LOS ANGELES — Ralph Biersach 
has been named head of West Coast 
sales for the Electrical Division of 
Olin Mathieson Chemical Corporation. 
He was formerly with Lentheric, Inc. 

Mr. Biersach will make his head- 
quarters at the division’s warehouse, 
2239 South Yates Avenue, Los An- 
geles 22, California, c/o J. H. Coffman 
& Sons. 


McOmber Completes 30 Years 


On Thursday, Jan. 31, 1957, G. H. 
McOmber completed his 30th year 
with Southwest Hardware Company, 
Norwalk (formerly Los Angeles), in 
the sales department. 

Prior to coming with Southwest, 
Mr. McOmber was in the employ of 
Union Hardware & Metal Company 
of Los Angeles; and prior to that 
he was in the sales department of 
Hibbard, Spencer, Bartlett in Chicago. 


Gordon New Sales Manager 


Sports, Inc. has just announced the 
appointment of Jim Gordon as sales 
manager. Mr. Gordon has over 25 
years experience in arms and shoot- 
ing, both as a hobbyist and as a dealer 
and has traveled the midwest exten- 
sively as a manufacturers representa- 
tive of specialty items. 











MORE POPULAR 
THAN EVER.. 


in their 
“SERVE \" 
YOURSELF” 
packet 





Since 1900 


Moore Picture Hangers in their handsome, 
colorful Picture Window Packets sell faster, with 
less effort. They're easier to display, easier to 
handle, and the 4 different sizes are more 
quickly identified. For more picture hanger 
sales, stock these 56-year favorites, NOW IN 
TODAY’S MOST MODERN HANGER PACKAGE. 


MOORE PUSH-PIN CO. 





BELONGS ON 
YOUR COUNTER 


The Moore 720B Counter 
Display. 72 Packet ca- 
pacity, yet is only 10%” 
high, with 9” diameter 
base. All metal. Revolves. 
Ask your jobber. 











Viakers of famous Moore Push-Pins 


113-25 BERKLEY ST. 


PHILA. 44, PA. 
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Northern Holds 35th Meeting 


Bet 


OFFICERS of Northern Wholesale Hardware Company 
at the firm’s 35th annual stockholders meeting. 


The Northern Wholesale Hard- 
ware Company held their 35th 
annual convention and merchan- 
dise show on February 17, 18 
and 19. The affair was held in 
the company building at 805 
N.W. Glisan Street, Portland, 
Oregon. Over 100 home town 
hardware dealers, their wives 
and key store personnel came 


CONTROLLED 
APPLICATOR 
FOR LIQUID 
¢ Fertilizer 

| * Insecticides 
¢ Weed Killers / 


from all parts of Washington, 
Oregon, Idaho and Alaska to at- 


tend. 
Over 200 nationally 


manufacturers’ 


ucts. 


known 
lines were displayed in 30,000 
square feet of display area and 
representatives 
were on hand to give up-to-the- 
minute information on new prod- 





'SPRAYER 


There’s nothing else to buy . . . you make 





more money . . . your customers will be 
glad you sell or rent Jackson Lawn 
Sprayers! They can’t make a mistake in 
spreading liquid chemicals because one 


gallon automatically covers 3,000 sq. ft. re- 
gardless of how fast the patented Jackson Lawn 
Spreader is pushed. Loaded with features: 314 gal. 
tank, non-corrosive pump, 5 ft.-wide non-mist spray, 
non-corrosive nylon bearings, baked automotive fin- 

ish, non-flex handle. 


d ee em eer ce 





2-in-1 SPREADER-CART | 


with non-corrosive nylon bearings 


Completely redesigned to the point of 
perfection! 13 positive adjustments for 
spreading seed, fertilizer, etc., plus 
“Slots-in-Hopper” for spreading peat 
moss, etc. Spreader device is non-corro- 
sive, oscillator minimizes “bridging” of 
lime. Rugged yet beautiful cart has sen- 
sible flat bottom, 4 cu. ft. capacity, 
Puncture-proof tires, baked automotive 
finish, and it’s cartoned fully assembled ! 


I Nolalthielaitiaiate MoE Mi nloladt jel! [cep dod 


Oldest and largest wheelbarrow maker in America 


erated 
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INFORMATIVE and attractive displays supervised by 
manufacturers rep’s as well informed demonstrators. 


Several business meetings 
were held during the three-day 
event. Dealer panel discussions 
were very interesting and popu- 
lar. Important topics such as: 
credit selling, advertising and 
promotion, why it pays to buy 
from your own wholesale house, 
etc., were adequately covered. 

Mr. D. D. Foss, general man- 
ager and executive vice-presi- 
dent of Northern Wholesale, in 
his manager’s report to the 
dealer members informed them 
that 1956 was the biggest year 
in the history of the firm. Late 
Tuesday afternoon the _ stock- 
holders’ meeting was held. Mr. 
Frank Guy of Guy’s Home Town 
Hardware, Dallas, Oregon, was 
elected to the board. Mr. Henry 
Peterson of Grayson - Browns 
Home Town Hardware, Seattle, 
Wash., was re-elected. Hold over 
members are Mr. T. H. Dingle 
of Dingle’s Home Town Hard- 
ware, Coeur d’ Alene, Idaho, pres- 
ident; Mr. C. C. Farr of Farr’s 
Home Town Hardware, Coos 
Bay, Oregon, chairman; Mr. R. 
H. Lakin of Prineville, Oregon, 
treasurer; Mr. George Dobson 
of Renton’s Home Town Hard- 
ware, Renton, Washington, sec- 
retary, and Mr. William Mutton 
of St. Helens Home Town Hard- 
ware, St. Helens, Oregon. 


Johnson Promotes Two 


Russell W. Griffith has been pro- 
moted to household field sales mana- 
ger of S. C. Johnson & Son, Inc., 
maker of Johnson’s Wax. He succeeds 
A. O. Fisher, who was elected Interna- 
tional vice president. 


HARDWARE WORLD 











SCHEDULE OF CONVENTIONS AND SHOWS 


April 4-14 


April 7-11 


April 7-11 


April 14-27 


April 25-May 4 


April 28-May 4 


April 28-May 2 


May 5-7 


30-July 3 


LOS ANGELES SPORTSMEN’S VACATION, BOAT & 
TRAILER SHOW, at Pan Pacific Auditorium, Los Angeles, 
Calif. (H. Werner Buck & Mel R. Morrison) 


AMERICAN HARDWARE MANUFACTURERS ASSO- 
CIATION CONVENTION, at Palm Beach, Fla. (A. L. 
Faubel, 342 Madison Avenue, New York City.) 


SOUTHERN HARDWARE CONVENTION at Palm Beach, 
Fla. (A. L. Faubel, 342 Madison Ave., New York, N. Y.) 


UNITED STATES WORLD TRADE FAIR, at New Coli- 
seum, New York City. (Charles Snitow, U. S. World Trade 
Fair, Suite 1103, 331 Madison Ave., New York, N. Y.) 


IRHA HARDWARE WEEK-National Observance (Na- 
tional Retail Hardware Assn., 964 N. Pennsylvania St., 
Indianapolis, Ind.) 


BRAND NAMES WEEK, Brand Names Dinner to be 
held May 3, Grand Ballroom, Waldorf-Astoria Hotel, New 
York City (Paul C. Smith, Chairman, Waldorf-Astoria 
Hotel, New York, N. Y.) 


NATIONAL TOY SHOW at Shrine Auditorium, Los An- 
geles (Sid King, 930 Wilshire Blvd., Room 234, Los 
Angeles 17, Calif.) 


PHOENIX GIFT & JEWELRY SHOW, at Hotel Westward 
Ho, Phoenix, Arizona. (Allied Exhibitions, Inc., 3832 
Wilshire Blvd., Los Angeles 5, Calif.) 


WASHINGTON STATE INTERNATIONAL TRADE 
FAIR at National Guard Armory, 305 Harrison St., Se- 
attle, Wash. (Fred Imhoff, 215 Columbia St., Seattle, 
Wash.) 


TOY AND WHEEL GOODS MARKET at Western Mer- 
chandise Mart, San Francisco (Cameron Ball, 1355 Market 
St., San Francisco) 


12th ANNUAL PACIFIC COAST BUILDERS’ HARD- 
WARE CONFERENCE OF NBHA & ASAHC, at Empress 
Hotel, Victoria, B.C. (Gen. Chairman F. A. Haines, Wash- 
ington Hardware Co., 1247 Puyallup Ave., Tacoma, Wash.) 


ASSOCIATED POT AND KETTLE CLUBS OF AMER- 
ICA CONVENTION-Sponsored by Denver Pot & Kettle 
Club at Stanley Hotel, Estes Park, Colorado (W. S. Cline 
Co.-Bill Cline, 1314 Wazee, Denver, Colo.) 


INTERNATIONAL HOUSEWARES SHOW at New York 
Coliseum, New York City (Orkin Exposition Mgmt.—19 
W. 44th. St. New York, N. Y.) 


NATIONAL HOUSEWARES SHOW at Atlantic City 
Auditorium, Atlantic City, N. J. (National Houseware 
Mfgrs. Assn., 1140 Merchandise Mart, Chicago 54, III.) 


INDEPENDENT HOUSEWARES AND HOME ACCES- 
SORIES EXPOSITION at Chelsea Hotel, Atlantic City, 
N. J. (Independent Housewares Exhibit, Inc., 8 S. Dear- 
born St., Chicago, I1l) 


CALIFORNIA GIFT SHOW at Merchandise Mart, Am- 
bassador Hotel, Biltmore Hotel & Brack Shops, Los 
Angeles, Calif. (Geo. L. Pascoe, Trade Fairs Inc., 672 
So. Lafayette Park Place, Los Angeles, Calif.) 


WESTERN SUMMER MARKET at Western Merchandise 
Mart, 1355 Market St., San Francisco (Henry Adams, 
1355 Market St., San Francisco, Calif.) 








WHAT HARDWARE 
DO YOU OFFER FOR 
DOORS LIKE THESE? 











We suggest you - - 
STOCK * DISPLAY * SELL 


(CHICAGO) ~~ 
SPRING HINGES 


Double Acting Gravity Type 
Hinge for Lightweight 








Dwarf Louver Doors 


Type 8007 
Type H8007 


Smooth Easy Action. No Sag Pivot 
Mounting. Minimum Oscillation. 
One size for 34” to 134” thick 


doors. Violent Action Eliminated. 


MARSHALL-NEWELL 
SUPPLY COMPANY 
Spear and Mission Streets 
San Francisco 19, Calif. 


EXbrook 2-1901 
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MORE NEWS 


Named 
To 

Firm's 
Board of 
Directors 


Edmond A. 
Neal 


Edmond A. Neal, vice president of 
domestic sales, Nicholson File Com- 
pany, has been elected to the firm’s 
board of directors. At the same time 
the firm also announced the election 
of Charles E. Fogg, vice president and 
secretary, and John E. Holt, presi- 
dent of The Danielson Manufacturing 
Company, a subsidiary of Nicholson 
File, to the board of directors. 


BTC Names Spencer Co. 





CORRECTION 


WRONG ILLUSTRATION 


» i Pe | fe i on _ 
THIS IS THE PICTURE that should have been used with the caption 
identifying the officers and directors of the Pacific Northwest Hardware 
and Implement Association on page 46 of the March issue. The caption, 
which is correct for the above picture read as follows: OFFICERS AND 
DIRECTORS pose for picture just prior to a board of directors meeting. 
Seated (left to right) are: John F. Streiff, Lewiston, Idaho, who was 
elected vice president; Howard Hagen, Pendleton, Ore., newly elected presi- 


Effective January 16, Paul R. Spen- 


dent; and Fred L. Hecker, Spokane, immediate past president of the group. 
cer Company, Inc., became exclusive 
sales representative for BTC Marine 


USED WITH WRONG STORY 
and Industrial Hardware in ten west- d@eP LL PE PIB IE: 


ern states. The firm’s six salesmen é rt. 3 
will represent BTC Marine and Indus- ™ ! 
trial Hardware and custom forgings 
in the following states: North and 
South Dakota, Colorado, Wyoming, 
Montana, Idaho, Utah, New Mexico, 
Kansas and Nebraska. 


SENSATIONAL 


PROFITS—TURN OVER 





THIS PICTURE was inadvertently run on page 46 of the March issue 
with the wrong story and wrong caption. The caption for this picture 
should have read as follows: AT A RECENT SALES MEETING, Wilshire 
Manufacturing Co., Los Angeles, presented dramatic new “VIP” promotion 
on fireplace furnishings. The slogan which has been used to mean “Very 
Important Person,” was adapted to mean “Very Important Promotion” 
for the Wilshire firm. During the three-day meeting, company executives 
completely outlined the campaign and invited suggestions from their 
30 sales representatives from all over the country. The “heart” of the 
VIP promotion is a colorful 12-page brochure packed with fireplace fur- 
nishing values, together with many dealer aids (consumer mailings, VIP 
newspaper mats, etc.). The VIP campaign ends March 31, 1957. 











360° ROTATING VISE 


SELLS ON SIGHT Boston Rubber Products 


Warehoused in Denver 


Sargent Forms New Division 
E. F. Wilson, hand tool sales spe- 





Every Man a Prospect 


Jaws rotate vertically and Base rotates hori- 
zontally full 360° circle, locking in any 
position. Double jaws, one V-slotted for 
small odd-shaped parts. Fully Guaranteed. 
Suggested Retail Price: $9.95. 


JOBBERS—DEALERS, ORDER NOW 


Write for literature and discounts 


WISLER WESTERN ARMS 
205 Second Street, San Francisco 5, Calif. 
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DEN VER—The Boston Woven Hose 
& Rubber Co., is now occupying ware- 
house facilities at 1925 Blake Street 
here. The new warehouse has been 
established to facilitate prompt ser- 
vice and delivery in the Mountain 
States area for Boston’s complete 
lines of industrial hose, flat belting, 
packing, matting, stair treads, gar- 
den hose and tape. J. H. Steffensen, 
district manager, will supervise this 
new operation in Denver. 


cialist with Sargent & Company since 
1948, has been named sales manager 
of the firm’s new Sargent Hand Tool 
Division. 

The new division, formerly the 
William Scholhorn Division of New 
Haven, Conn., is now organized as an 
autonomous division with its own 
product design, process engineering, 
production and sales staffs under the 
direction of Walter L. Wise, Jr., as 
general manager. 
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TO RECEIVE ANY OF THIS PRINTED MATTER CIRCLE NUMBER 


“HOW TO USE” booklet on “El- 
mer’s” cement products by Borden 
Chemical Division helps dealers to 
answer questions from do-it-yourself 
customers on bonding of various ma- 
terials. Simplicity and speed of in- 
stallation are stressed and sugges- 
tions for every room in the house are 
offered. 

For Details Circle 200 on INQUIRY CARD 


“THIS IS GLASS” is an outstand- 
ing brochure detailing the history and 
modern uses of glass in all its varied 
forms. 64 colorful and informative 
pages tell the fascinating story of 
glass-making and its applications by 
Corning Glass Works. 

For Details Circle 201 on INQUIRY CARD 


“RECESSED LIGHTING” catalog 
describes new and expanded pre-wired 
recessed line by Moe Light, for com- 
mercial and residential installations. 
Function and size of each fixture is 
described with plans, specifications, 
coefficient tables and candle power 
curves provided. 

For Details Circle 202 on INQUIRY CARD 


HOW TO WIN THE BATTLE OF 
THE BUGS, by Stan Hayes, gives 
many valuable suggestions to help the 
home gardener get the most effective 
results from the modern chemicals 
now widely available to assist in 
winning the “Battle of the Bugs.” 

For Details Circle 203 on INQUIRY CARD 


“WESTERN PRODUCTS AND 
PROJECTS IN THE NEWS?” bulletin 
from United States Steel tells story 
of Western used and Western made 
products. Interesting notes and pho- 
tos of new items and techniques from 
USS. 

For Details Circle 204 on INQUIRY CARD 


APRIL 1957 


ON INQUIRY CARD 


“KITCHEN-AIRE VENTILATORS 
AND RANGE HOODS?” are illustrat- 
ed and described in a four - page 
three-color brochure from Stewart 
Industries. Shown are two new mod- 
els of ventilators and hoods and the 
new, low-cost fan and fan-in-hood 
combination. 

For Details Circle 205 on INQUIRY CARD 


“COMPOUND LEVERAGE PIPE 
CRIMPER” is described in a bulletin 
from Niagara Machine & Tool Works. 
Complete information, including illus- 
trations and specifications, show how 
this handy crimper is ideally suited 
for work at the job site. 

For Details Circle 206 on INQUIRY CARD 


“SLIDING GLASS DOOR AND 
WINDOW BROCHURE?” now in sec- 
ond printing is available without 
charge to the trade. 12 page illus- 
trated brochure contains standardized 
specifications and nomenclature, as 
well as illustrations of residential and 
commerical installations. 

For Details Circle 207 on INQUIRY CARD 


“BULL DOG TAPE” line is de- 
scribed and illustrated in new catalog 
offered by Boston Woven Hose & Rub- 
ber Co. Color illustrations feature 
counter and wall displays, all metal 
shop package and cellophane wrapped 
cartons. 

For Details Circle 208 on INQUIRY CARD 


“MA-CREPE DROPCLOTH COV- 
ER” brochure describes what the 
maker calls “the nation’s #1 Drop- 
cloth Protective Cover.” Full details 
of size and price are covered in both 
paper and plastic material. 

For Details Circle 209 on INQUIRY CARD 


“ROTA - SHEAR” 4-color. 4-page 
brochure describes and _ illustrates 
edgers and trimmers made by Alle- 
gretti & Co. Both power and hand- 
operated models are covered. 

For Details Circle 210 on INQUIRY CARD 


“CHICAGO STANDARD FASTEN- 
ERS” brochure tells of more than 
4,000 different fasteners available as 
stock items from Chicago Screw 
Company Standard fastener catego- 
ries are described and illustrated in 
the 6 page, color folder. 

For Details Circle 211 on INQUIRY CARD 


“RESIDENTIAL SLIDING DOOR 
HARDWARE?” folder indicates rea- 
sons for climbing popularity of slid- 
ing doors and points out locations in 
new construction or renovations. 
Offered as envelope stuffer or litera- 
ture rack folder by McKinney Manu- 
facturing Co., free and imprinted with 
dealer’s name. 

For Details Circle 212 on INQUIRY CARD 


“SKALNY BASKETS FROM THE 
FOUR CORNERS OF THE WORLD” 
is the title of a very complete 12- 
page brochure from Skalny Basket 
Co. Shown are an extensive line of 
baskets and containers woven from 
a large variety of materials. 

For Details Circle 213 on INQUIRY CARD 


“RAPIDAYTON CATALOG” cov- 
ers the makers line of water appli- 
ances for 1957. Included in 40-page 
catalog are jet, reciprocating, sub- 
mersible pumps and water systems, 
cellar drainers and water softeners. 

For Details Circle 214 on INQUIRY CARD 


“MERCHANDISING FLOOR 
RENTAL EQUIPMENT” manual 
based on a survey of Pacific Coast 
paint dealers of value to those who 
handle floor rental equipment. Pre- 
pared by Holt Manufacturing Com- 
pany, makers of rental sanders, edg- 
ers and floor polishers the book de- 
tails new methods for increasing 
rental profits. { 

For Details Circle 215 on INQUIRY CARD 
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NEW 


KLEIN 


CATALOG 
FOR 
e LINEMEN 
e ELECTRICIANS 
e INDUSTRY 
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100 years ago in 1857, Mathias 
Klein opened a little forge shop in 
Chicago. Out of this has grown the 
national institution known as 
Mathias Klein & Sons. 

To dramatize this 100 years of 
service to industry, Klein has pre- 
pared a completely new catalog. 

It contains illustrations and de- 
scriptions of the wide range of pliers, 
grips, climbers, belts, safety straps— 
the tools and equipment needed by 
linemen, electricians and industry. 

A new feature is a section giving 
the dimensions of each plier—length 
of handle, length of cutting knives, 
width of head, size of point, etc. 

This Klein Catalog No. 100 will 
be of interest to linemen—electricians 
—good workmen everywhere. A copy 
should be in the hands of every pur- 
chaser of good tools. Write for yours. 


I KLEIN & a 
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FREE LITERATURE 





“PRECISION 1957 EQUIPMENT 
MANUAL” depicts a wide variety of 
office equipment, industrial ovens, 
modern flow lockers, safety ladders 
and other equipment made by Preci- 
sion Equipment Company One new 
item is a transistorized, portable, pub- 
lic address system. 


For Details Circle 216 on INQUIRY CARD 


“RUST-OLEUM’S 1957 COATING 
MANUAL.” is actually a treatise on 
the stopping and preventing of rust 
on nearly all types of metal in busi- 
ness, industry, farm and home use. 
Incorporating the company’s 35 year 
experience in rust prevention and over 
two years of intensive research by 
engineers and local technicians, the 
manual covers areas where rust-pro- 
ducing agents are severe. 


For Details Circle 217 on INQUIRY CARD 


“DOORWARE THAT RADIATES 
CHARM” a beautifully illustrated 
full color brochure displaying the wide 
variety of combinations available in 
the “Russwin” line of doori knobs and 
escutcheons. Excellent reference book 
for architects and decorators. 


For Details Circle 218 on INQUIRY CARD 


*“TUBULAR-PLASTIC WIRE 
MARKERS” are described in an in- 
formative folder by E. C. P. Corpora- 
tion. Illustrates a new time-saving, 
permanent method of coding wire to 
identify complicated thermo-plastic 
wiring circuits. 

For Details Circle 219 on INQUIRY CARD 


“ALSYNITE” four-color brochure 
on the “original” translucent fiber- 
glas building panel, describes avail- 
able colors, finishes and weights. Ex- 
cellent for builder, architect or deco- 
rator files, it is published by Alsynite 
Company of America. 

For Details Circle 220 on INQUIRY CARD 


“OMARK HAMMER DRIVE,” six- 
page folder on new concrete fasten- 
ing tool requiring no cartridges, power 
lines, compressors or drills. Suitable 
for sale to do-it-yourself market.— 
Omark Industries. 

For Details Circle 221 on INQUIRY CARD 


STANLEY TOOL CATALOG, 48- 
page booklet published by Stanley 
Tools, division of The Stanley Works, 
illustrates valuable pointers and 
shortcuts on tool applications. Every 
line of fine Stanley tools used by 
handymen and tradesmen is graph- 
ically described. 

For Details Circle 222 on INQUIRY CARD 


¥ “sonore Coat _. 


Why put up with 
old-fashioned brooms? 


The FREEWAY Broom is as 
modern as the thoroughfare it’s 
named after. Duratex plastic 
bristles are impervious to com- 
monly-used petroleum and caus- 
tic products. Cleans easily with 
water. Wears three times as long 
as ordinary brooms. Ask your 
jobber about FREEWAY 
Brooms for commercial, indus- 
trial, household and highway 
maintenance. APB can supply 
everything for your broom and 
brush needs. 


AMERICAN 
PUSH BROOM CO. 


114 FERN STREET 











WATCH FOR the May Toy Issue 
Next Month 














WATERFEEDER 


Model 954. Applicator for cart- 
ridge type fertilizers. Attaches 
easily to faucet or hose. Use any 


watering device. Fertilize while 
. you water. $1.99. 
| WATERSPIKE 


Amazing model 553 
—2 way watering de- 
vice. Waters over- 
head or flip valve for 
sub-surface irri- 
gation directly to 
roots. $4.90 ea. 


SQUARESPRAY 


Famous model 433, 

It gets the 

corners. Hookup in tandem or use to 
fertilize while you water. $2.95. 


WATERFEED 


Water soluble 
cartridge type 
fertilizer. 2 for- 
muloe, 30-10-10 
and 15-40-10. 
No lawn burn. 
leaf feeding. 
Box of 20 cart- 
ridges $1.00 or 
in bulk pack. 








PRODUCTS CO. 


9th & GRAYSON « BERKELEY 10+ CALIFORNIA 
For Details Circle 58 on INQUIRY CARD 
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Central Valley Hardware Company 


17-Year-Old Firm Severs Connections 
With Retail Outlets 


F 
PFS. 
Ls i 
FLANKED BY HIS TWO SONS, John D. Turner, Sr., 
sits as chairman of the board of the Central Valley Hard- 
ware Company in Stockton. Robert T. Turner, (Left,) 


is sales manager and John T. (Jack) Turner Jr., (right) 
is president of the firm. 


CATALOG production room at Central Valley Hardware, 
where firm is preparing a new comprehensive catalog. 
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OHN D. TURNER, Sr., of the Central Valley 

Hardware Company, Stockton, California, an- 
nounced recently that he has disposed of all inter- 
est in the chain of retail stores bearing the Turner 
name, and that in the future he will confine his 
activities to the Central Valley Hardware Com- 
pany. 

The firm, which celebrates its 17th Birthday 
this year, will have no retail connections, accord- 
ing to Mr. Turner. 

Mr. Turner, who will serve as chairman of the 
board, is joined in the wholesale operation with 
his two sons, Jack (John D., Jr.) as president, 
and Robert T. Turner, vice-president and sales 
manager. 

Spectacular growth in the population, industry, 
commerce, transportation and agricultural im- 
portance of the San Joaquin and Sacramento 
Valleys, accompanied by a corresponding increase 
in the business of the Central Valley. Hardware 
Company, led to the decision by the Turner family 
to dispose of their retail interests and devote 
themselves exclusively to the wholesale firm. 

Located at 924 E. Church Street in Stockton, 
Central Valley Hardware will serve the area 
North to Sacramento, South to Merced, West to 
Los Banos and Brentwood and all of the Mother 
Lode area as far as Placerville and Sonora on the 
vast. 

The company offers retailers a wide variety of 
lines in general, builders and industrial hardware, 
housewares, table appliances and sporting goods. 
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No wonder 


ELMERS 


is the fast-selling 
line of glues! 


(the line you should stock) 

















ELMER’S® 
GLUE-ALL 


Here’s the modern plastic 
glue that sticks fast and 
strong. Dries clear, won't 
stain. Ideal for wood, paper, 
cloth, —- any porous 
material. in handy squeeze 
bottle, plastictube, and glass 
jars; sizes from 19¢ up. 








ELMER’S® 


WATERPROOF GLUE 


It's the glue that boating ex- 
perts use. Exceeds military 
specifications for waterproof 
glue. Resistant to acids, al- 
kalis, fungus, rot. Super 
bond is stronger than the 
wood itself. Ideal for any 
outdoor project. 





ELMER’S® 


CONTACT CEMENTS | 


Both regular and non- 
flammable types. Bond 
plastic laminates to ply- 
wood quickly without 
clamps or presses. High- 
ly resistant to heat and 
moisture. Also for in- 
Stalling plywood wall 
panelling without nails. 


Located in Center of Rapid Growth Area 


“Growth of the industrial and commercial busi- 
ness during the past 10 years has been spectacu- 
lar,” Turner, Sr., declared, “but it is nothing in 
comparison with the future potential of this area. 
The Sacramento and San Joaquin Valleys of Cali- 
fornia today present the greatest opportunities 
for expansion in the West.” 

Central Valley Hardware itself is a reflection 

of that growth. In 1940, when the firm started, 
it listed one salesman, one buyer, one order clerk 
and three warehousemen on its payroll, supplying 
orders front 15,000 square feet of warehouse 
space. , 
Today the firm has eight salesmen in the field, 
four buyers, 20 warehousemen, six order clerks 
and 12 office workers in addition to the three 
members of the Turner family. 

Two brick and iron buildings contain approxi- 
mately 65,000 square feet of warehouse space, 
completely protected with sprinkler systems, and 
stacking areas 20 feet high. In addition to greatly 
enlarged offices, the firm boasts display rooms cov- 
ering 2000 square feet in which individual lines 
are spotlighted in backgrounds conforming to the 
manufacturer’s particular color schemes. 

Direct railroad spur track connections facili- 
tate inbound shipping on three transcontinental 
lines and proximity to north-south and east-west 
arterial highway freeways speed truck deliveries. 

Central Valley Hardware Company offers its 
retail customers 24 hour sales and service and a 
comprehensive new catalog is in the process of 
completion. 


A Borden glue for every job 


All three members of the Turner family are 
. made to do a better job! 


schooled not only in the mechanics of wholesale 
hardware sales, but also in the particular needs 
of the territory which Central Valley Hardware 
serves. 

Together the three represent over a century of 
hardware “know how” in California’s Central 
Valley. 


All 3 nationally advertised 
in the leading magazines 
read by glue users 


SATURDAY EVENING POST 
POPULAR MECHANICS 
POPULAR SCIENCE 
MECHANIX ILLUSTRATED 
AMERICAN HOME 

BETTER HOMES & GARDENS 
SUNSET 





a Borden profit-building merchandising idea . . . 


Get yours today. Includes attractive “Glue- 


a free "“Glue-It-Yourself Corner" kit 
It-Yourself Corner” sign that will brightly 
flag your glue department . . . shelf strips 


Gl e-lt- ' 
Yourself CORN y| 
.‘idea sheets” to help increase sales... 


customer literature . . . Elmer’s Glue Chart. Ask 
your distributor for vours. or write us direct. 


THE ELMER w IS THE BORDEN LINE TO GLUE PROFITS! 


610! Airport Way, Seattle 8, Wash. 
The Borden Company, Chemical Division, 20740 Wilmington Ave., Dominguez, Cal. 
For Details Circle 59 on INQUIRY CARD 


76 HARDWARE WORLD 
































| PART of main display room at Central Valley Hardware, 
featuring spotlights and backgrounds in manufacturers 
| colors. 





MORE NEWS 


Forms 
New 
North- 
a 
ep. 
Firm 


Andrew 
Holcomb 


PORTLAND — Andrew J. Holcomb, 
formerly general manager of Wood- 
bury Hardware Co., which discontin- 
ued business as of the first of the 
year, has announced the formation of 
a manufacturers’ representative firm 
to cover the Pacific Northwest. The 
new firm has been incorporated in 
Oregon and will be known as the Re- 
tail Hardware Distributors, Inc., 6439 
S. W. Macadam Avenue, Portland 1, 
Oregon. 

The new firm will handle hard- 
ware, housewares, sporting goods, toy 
and wheel goods lines. 

Mr. Holcomb had been associated 
with Woodbury since 1945. Prior to 
entering the Naval Service in 1941 
he had been with Columbia Steel 
Company. He organized and super- 
vised the first general hardware cata- 
log for Woodbury in conjunction with 
the building of a successful dealer- 
to-jobber direct mail promotion pro- 
gram. He was appointed general man- 
ager of the firm in 1955 after serving 
as promotion and merchandising man- 
ager, and traveling sales manager. 


Mr. Holcomb is well known to job- 
bers and dealers in the Northwest 
and is incorporating his background 
of advertising and promotion to de- 
velop a representative firm that will 
augment personal sales efforts with 
a systematic promotional program. 


Segers 
Named 
Estwing 
Sales 
Rep. 


Ted 
Segers 


ALTADENA, Calif.—In a recent 
release from Estwing Mfg. Co. Ted 
Segers was named as manufacturer’s 
representative for Estwing unbreak- 
able hammers and hatchets. Mr. Se- 
gers is head of Ted Segers Sales Co., 
2236 N. Winrock Avenue, Altadena, 
California, and will cover ten Western 
states and El Paso for the Estwing 
firm. 


Fuller Transfers Harrell 


SAN FRANCISCO—W. P. Fuller 
Brawner, president of W. P. Fuller & 
Co., has announced that E. H. Harrell, 
formerly glass department manager 
at Fuller’s Ogden, Utah, branch, has 
been transferred to the marketing di- 
vision in San Francisco as manager of 
residential glass sales. 





Correction 


Daniel B. 
Choate 


A story announcing the affilia- 
tion of Daniel B. Choate with the 
Eric F. Chemnitz Company was run 
in the March issue, page 92, with 
a picture of John T. Casey identi- 
fied as Mr. Choate. Mr. Choate, 
who is associated with the firm in 
their Los Angeles office, is correctly 
identified above. 











Rome Ups Wright 


Richard C. Wright has been ap- 
pointed sales promotion manager of 
the Utensil Department of the Rome 
Manufacturing Company Division of 
Revere Copper and Brass Incorpo- 
rated. 

Mr. Wright, who first joined the 
firm in February, 1956, as assistant 
advertising manager, will be respon- 
sible for the development of all 
Revere Ware sales helps and point- 
of-sales materials. 





NEW DOOR HARDWARE DESIGNED FOR REPLACEMENT MARKET 


THE REPLACEMENT MARKET for builders hardware 
was described two years ago in an editorial in HARDWARE 
WORLD as offering great sales potential to hardware re- 
tailers. It stated that retailers “could have a field day sell- 
ing homeowners replacement hardware when they plan to 
redecorate their homes. Replacement sales could amount 
to $50.00 on up and can be financed under FHA terms.” 
Cabinet hardware is easy to replace, but mortise type lock- 
sets offer a problem. 

Some manufacturers have overcome this problem with 
a special design trim plate to cover extra holes. One of 
these is Kwikset Locks, Inc., Anaheim, Calif., who are offer- 


APRIL 1957 


ing a special Kwikset Modernization Kit. All traces of the 
old lock and trim plates are completely covered by the new 
kit, making it unnecessary to repaint door after conversion. 
Simple instructions show “do-it-yourselfer” how to install 
it. A template helps in positioning new holes (at left). Next 
picture to the right shows latch and latch plate being in- 
stalled. Next picture shows new strike plate being installed. 
Conversion is completed (at far right) as interior knob is 
being tightened. Kit consists of two trim plates (712” x 3” 
strike plate (1” x 5”), and latch plate (1” x 6”), all nec- 
essary screws, template, and installation instructions. 
For Details Circle 300 on INQUIRY CARD 





Five Western Hardware Firms 
Make "Brand Name" Finals 


Five Western hardware stores have 
been declared finalists in this years 
Annual Brand Name Retailer-of-the- 
Year Competition and invited to pre- 
sent detailed and illustrated presenta- 
tions that best represent their 1956 
advertising and other brand promo- 
tional activities. 

The finalists are: Al Forgit Hard- 
ware, Newport Beach, Calif.; W. J. 
Sewell Hardware Co., Butte, Mont.; 
South Side Hardware & Variety, 
Butte, Mont.; Ernst Hardware Com- 
pany, Seattle, and Walter Byde Com- 
pany, Fresno, Calif., winner of a run- 
ner-up Certificate of Distinction in 
1955. 

Winners in this years contest will 
be selected in New York City, March 
6, 7, and 8 by a judging committee 
made up of 24 executives heading 
stores that won top honors in the 
1955 competition. 

The awards five in each of the 24 
retail classifications will be presented 
to the winners on May 3 in the Grand 
Ballroom of the Waldorf-Astoria 
Hotel, New York City, at a dinner 
climaxing national Brand Names 
Week, April 28-May 4. 


G.E. Opens New Plant 


BURLINGAME, CAL. — General 
Electric Appliances Co. today for- 
mally opened its 130,000 square foot 
combination regional warehouse, sales 
and service facility located on a nine 
acre tract in Millsdale industrial park. 

The $1,500,000 structure at 1649 
Adrian Road, will be the northern 
California and Nevada distribution 
center for television receivers and 
major appliances, including refrigera- 
tors, ranges, clothes washers and 
dryers, mobile and built-in dishwash- 
ers, garbage disposais, metal cabinets, 
kitchen accessories, food freezers and 
room air conditioners. 


2nd Int. Housewares 
Show Set for New York 


The Second International House- 
wares Show is scheduled for June 30- 
July 4 at the New York Coliseum. It 
will occupy two full floors of the fully- 
air-conditioned Coliseum. A _ special 
new floor plan has been designed to 
help buyers locate exhibitors easily. 

William S. Orkin, producer of trade 
shows and expositions, announced that 
conference rooms will be available for 
buyer meetings at the show. 





WATCH FOR THE JUNE ISSUE ... The Annual Western 
Wholesalers Directory and New Products Catalog. 








Your Jobber has os 
FULLER money- making 
specials ke this _ | 


Bright! Colorful! New! 


B BONUS BASKET 





BONUS SALE 


FULLER omic cre SCREMDRIVERS | 


09 55 


of 72 "BIG" Fast-Selling 


* Screwdrivers 


12 each of Fuller's brightly 


|. colored Advance Brand 
® heavy duty, extra heavy 
. duty, mechanic, electrician 
and cabinet screwdrivers 
M for slotted screws to retail 
for just 29¢ each, 3 for 79c 
. ina FREE neoprene 
‘resaleable basket that is 
“ene 
Value? $21.88. Cost nly 
$13.92. Markup? A huge 57%! 


. RDER your BONUS BASKET 
“4 SEAL—No. 29—TODAY. 


49 
ie 
a sure sales 
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Ask about Fuller's other 
oy Money Makers, too! 


Lt FULLER | TOOL COMPANY, INC. 


i en) rvTTy Webster Avenue, New aillcnats 67 


4 World's largest pro 


Ta 


ers of 4 


- 
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IN MEMORIAM 





LLOYD B. COEN 


KENT, Wash.—Lloyd B. Coen, 63, 
who had operated the Kent Hardware 
& Furniture Company along with his 
two sons for the past few years, died 
in Paso Robles, Calif., Feb. 13. Mr. 
Coen, who had been associated with 
the W. P. Fuller Company, prior to 
moving to Kent in 1946, was in Cali- 
fornia on a vacation at the time of 
his death. 

He is survived by his widow; a 
daughter, Mrs. John A. Randall of 
Seattle; and two sons, Thomas J. and 
Lloyd B. Coen, both of Kent. 


PETER ROBERT MURRAY 


MERCED, Calif. — Peter Robert 
Murray, 69, former owner of Murray 
Hardware, Merced, Calif., died Janu- 
ary 23 at his home in Merced. A 
native of Merced, he started working 
in his brother’s hardware store as a 
youth, and in 1933 he purchased the 
store and operated it until his retire- 
ment ten years ago. 

He is survived by his widow, Mrs. 
Jeanne Murry of Merced. 


GEORGE R. LINCOLN 


LOS ANGELES—George R. Lin- 
coln, 45, asistant manager of the 
California Hardware & Sporting 
Goods Co., died February 2, at his 
home in Pasadena. 

He is survived by his widow, Mrs. 
Victoria Lincoln, and two sons, Rob- 
ert and Richard. 


LEO J. MOMSEN 


Leo J. Momsen, 60, vice president 
and secretary of Momsen Dunnegan 
Ryan Company, El Paso, wholesaler, 
died January 21. Mr. Momsen was 
born in El Paso and spent his entire 
life in this area. He was well known 
and well acquainted throughout the 
hardware industry. 


HARRY E. SOREF 


Harry E. Soref, 70, co-founder and 
treasurer of the Master Lock Com- 
pany, Milwaukee, Wis., died Friday, 
March 1, in Phoenix, Arizona. os 

Mr. Soref, who was known as one 
of the world’s foremost lock authori- 
ties, is survived by his widow, three 
daughters and two sons. 


CHARLES THOMAS 


EL MONTE, Calif— Mr. Charles 
Thomas, 75, former owner of the New 
Avenue Hardware Store in El Monte, 
passed away February 6. 

Mr. Thomas, in the hardware busi- 
ness in California since 1921, is sur- 
vived by one daughter and a nephew. 
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Do-it-yourself market ! 


K-V hardware is the quality line that never lets you down. It 
means lasting customer satisfaction . . . ever growing sales 
and profits... with new packaged assemblies to meet 
constantly increasing do-it-yourself demands. The smooth 
friction-free action of K-V drawer slides and sliding 
door hardware means quick sales. Ease of installation 

and adjustability make K-V shelf hardware a top seller. 


FAMOUS FOR MORE THAN 40 CLOSET FIXTURES 


K-V 1 Clothing Carrier K-V 2 Closet Rod K-V 3 Garment Bracket 


Ask your jobber for complete catalog and price lists, 
or write us 


KNAPE & VOGT MFG. CO., Grand Rapids, Mich. 


For Details Circle 69 on INQUIRY CARD 


CASH IN.on 
IRHA FEATURED VALUE 


as advertised in 


Post 


IRHA 
HARDWARE 
WEEK 
April 25—May 4 





7-PC. POLISHED BRASS ENSEMBLE 


Pul-0-Matic Screen Z 95 


4-pc. Solid Brass Fireset 
2 Solid Brass Andirons 
HARDWARE WEEK 
SPECIAL LIST 


reg. $76.30 list 


aJf not available from your distributor, 


Seng for 
write for name of nearest supplier. 


Aeta;;, on 

SHIRE». 

Ria 
VAlugs, 


MFG. CO. 


4865 SAN FERNANDO ROAD WEST e LOS ANGELES 39, CALIFORNIA 
For Details Circle 61 on INQUIRY CARD 
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EASILY INSTALLED 


@ 5S kinds of drawer slides 


K-V 1300 slide illustrated 


@ Sliding door hardware 
for glass, wood doors 


K-V 992 assembly illustrated 


@ Complete kits for buliding 
open wall or bulit-in shelves 








HERE’S A 3 WAY 


WINNER! 


TO HELP BUILD SALES 


RESTCO 


PAINT 
STRAINERS 
PAINT 
PADDLES 
YARDSTICKS 


YOUR ADVERTISEMENT 
PRINTED HERE 


Increase paint sales fast, the 
RESTCO way and build customer 
good-will at the same time. Each 
of these three RESTCO products 
is a constant reminder of your 
store name and the paint you sell. 
Each one a high quality product, 
is available to you imprinted with 
your store name at a low low cost 
Write now for free samples, prices. 


We manufacture 
RESTCO Paint 
Strainer Holders. 
Prices on request. 


Reviasrce Strainer 
Manuracturinc Co. 


1725 N. EASTERN AVE 


LOS ANGELES 32, CALIF 


For Details Circle 62 on INQUIRY CARD 








” CHEMISTRY SETS 
new from tip to tip for ‘57! 
Most spectacular packaging in toy history. Full-color- 
printed steel boxes, brilliant fluorescent printing with- 
in box, full-color manuals. More experiments, more 
value, more “sell” than ever! 
And went n ‘mean fast! Sets are 
new from top to bottom, with plenty 
of sparkling sales appeal. Brilliant 
colors, spectacular packaging, 
greater play value. They‘re special- 
ly made for FAST impulse sales! 


MICROSCOPE & LAB SETS 
career-building toys are fast sellers! 


Most powerful microscopes ever offered, complete with 
authentic laboratory equipment — all displayed to best 
advantage in full-color chests and against a background 
of spectacular fluorescent Day-Glo printing. 


ERECTOR 
the world’s greatest construction toy! 
The world’s best-known toy is BIGGER and BETTER 


than ever for 1957! More variety and greater number 
of parts . . . electric motors for action that sells on 
sight .. . colorful packaging for impulse sales. Erector 
sells itself! Stock the full line. 


TOOL BOXES 
and CHESTS 


See your jobber now for do-it-yourself builders! 


. a Tremendous appeal for 
or write to our Advertising Department §=— youngsters. Every set 


loaded with handsome 
for your full-color Gilbert Toy Catalog. —_— tools that work just like 


dad’s, beautifully. 
displayed in sturdy 
steel chests. 


THE A. C. GILBERT COMPANY e NEW HAVEN 6, CONNECTICUT 


For Details Circle 64 on INQUIRY CARD 
HARDWARE WORLD 





Western Sportsmen Are Big Spenders 


The results of a hunting and 
fishing survey conducted by the 
California Department of Fish 
and Game revealed some very 
interesting facts that should be 
of interest to all dealers in the 
11 Western States. 

The survey revealed that the 
combined expenditures of Cali- 
fornia’s hunters and fishermen 
overshadowed by a four to one 
margin the expenditures of all 
Californians for admission to all 
sporting events, including pro- 
fessional, collegiate and high 
school football, baseball and bas- 
ketball, as well as movies, plays 
and concerts. As revealed in the 
survey, the state’s hunters and 
fishermen pulled a whopping 
$487 million out of their wallets 
to hunt and fish in the state dur- 
ing 1955. 

The department sampled more 
than 3,000 fishermen and 3,000 
hunters with lengthy question- 
naires in two separate mail polls 
and received replies from more 
than 70 percent of the anglers 
and 79 percent of the hunters. 
This is considered an excellent 
response for this type survey. 
The results of this survey pro- 
vides the first comprehensive 
facts the California Department 
of Fish and Game has had of the 
economic value of hunting and 
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fishing resources in the state, 
and should be of value to Cali- 
fornia dealers as well as all deal- 
ers in all Western States. 


Fresh Water Fishing Most Popular 

The survey revealed that the 
hunting and fishing resources of 
the State provided more than 
31 million man-days of recre- 
ation for licensees in 1955. “Most 
of the sportsmen polled were 
attracted mainly by fresh water 
fishing, which registered 15,- 
600,000 man-days in the poll. 
Hunting, with 9,000,000 man- 
days, was next in importance, 
followed by salt water fishing, 
with 7,100,000 man-days. 

“Of the anglers polled, the 
largest group (45.7 percent) said 
they fished only fresh water, 
while 11.7 percent limited their 
angling activities to salt water. 
A third group (42.6 percent) 
fished both.” 


Average Hunter Spends More 


The survey revealed that the 
average California hunter spent 
$265.55 in 1955 and that fisher- 
men averaged an annual expen- 
diture of $217.89 in fresh water 
and $114.54 in salt water fish- 
ing. This is considerable above 
the national average as revealed 
in a national survey conducted 


recently by the U. S. Fish and 
Wildlife Service. In the national 
survey the average hunter spent 
$79.49 during the year and the 
typical angler $77.38 for fresh 
water and $107.29 for salt water 
fishing. 

Total estimated expenditures, 
based on a total of 1,179,255 
angling license users and 632,896 
hunting license buyers, revealed 
a total of $487,175,300 expended 
by sportsmen to hunt and fish. 
This is quadruple the $120,360,- 
000 that Californians spent for 
admissions to athletic contests 
and theaters in fiscal 1955, ac- 
cording to the annual report of 
the U. S. Commissioner of Inter- 
nal Revenue. 

Expenditures for fishing to- 
taled $319,111,968, of which 
$226,884,935 was for fresh water 
and $92,227,033 for salt water 
fishing. The hunters spent a 
total of $168,063,332 during the 
year. 


Big Cost for Hunters is Gear 


Who got this money? 

If you fished, it went mostly 
for transportation and food and 
drink ; if you hunted, the big cost 
item was equipment, followed by 
travel and food and drink, in 
that order. 

Each hunter averaged 702 





ONLY 


Ds M Sports 
Equipment 
GUen yli ale Ula... 


One of the most respected names in 
American business. 


A complete quality made line backed by 
more than a century of experience. 


Nationally-known brand merchandise. 
Quick delivery from your wholesaler. 
Equipment in every price range. 


Famous MacGregor tennis rackets, tennis 
balls and golf balls. 


More profits through faster turnover. 








ar 


— eine 
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These seven big advantages and many others are why more 
and more dealers feature the D & M line. You, too, will find 
it’s a pleasant, easy and profitable experience to take on 
Draper-Maynard Sports Equipment. 

Write today for complete information, Draper-Maynard 
catalogs and the name of your nearest wholesaler. 


DRAPER-MAYNARD 
Sports Equipment 


CINCINNATI 32, OHIO 
For Details Circle 65 on INQUIRY CARD 
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Take 3 giant steps forward 
S ee" CUMBERLAND 





m HUNTING CLOTHES 


CUMBERLAND 
FISHING CLOTHES 
CUMBERLAND 


ae Ce CAPS and CREELS 
For more sales... greater profits 





4 #1860 
HUNTING PANTS 


#1657 HUNTING COAT 


* 1862 
LEATHER FACED STAG PANTS 


*771 HUNTING CAP 


DEER HUNTING 
VEST 


#1762 SHELL VEST #1761 AUXILIARY GAME BAG * 1658 SUPER HUNTING COAT 





free literature 


THE AMERICAN PAD & TEXTILE CO. 
SPORTSWEAR DIVISION 
GREENFIELD, OHIO 


For Details Circle 66 on INQUIRY CARD 
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miles of travel and 14 days of 
shooting during 1955, while his 
national counterpart traveled 
only 206 miles and got in only 
8% days of hunting in the same 
period. His biggest expenditure 
was for equipment and ammu- 
nition which took 26.4 percent 
of his hunting dollar. This was 
followed by automobile expense 
which took 19.8 percent, and 
food which took 17.7 percent of 
his hunting dollar. 

On the other hand, the fresh 
water fisherman spent only 16.5 
percent of his fishing dollar for 
equipment, while 29 percent 
went for travel and 23.7 percent 
for food and drink. The salt 
water dollar was similarly pro- 


portioned, with 11.2 percent for 
equipment, 26.3 percent for 
travel and 20.3 percent for food 
and drink. 

The average California fresh 
water angler traveled 734 miles 
for 15 days of recreation 
throughout the year. For ocean 
fishing, he traveled 394 miles to 
put in 11 days of wetting his 
line in the salt water. 

A general breakdown of ex- 
penditures show that the aver- 
age hunter spent his dollars for 
the following things in this 
order of importance: hunting 
equipment, automobile expenses, 
food and beverages, camping 
equipment, dog expenses, cloth- 
ing, waterfowl hunting gear, 
lodging, private hunting clubs, 


WESTERN WINDOW DISPLAY AWARD WINNERS 


Lentz Hardware Company, Yakima, Wash. 


Boettcher’s Hardware, Polson, Mont. 


APRIL 1957 


transportation other than auto- 
mobile, optical equipment, li- 
censes, game storage, packing 
and guide fees, book and maga- 
zines, sportsmen’s club, com- 
mercial hunting clubs, and hunt- 
ing fees. 

Both the fresh and salt water 
fishermen’s dollar percentage- 
wise started off with transpor- 
tation, and was followed in order 
by food and drink, general pur- 
pose equipment (camping gear), 
fishing equipment, lodging, rent- 
als, bait, gas and oil (for boats), 
licenses, repair, maintenance, 
extra vehicle, party and charter 
boat fees, and miscellaneous 
(publications, club dues, initia- 
tions, donations). 


CO HUN ine A 


Ve fea 


Phil Judd’s Hardware & Sporting Goods, Butte, Mont. 
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SPORTS PROMOTION of the MONTH 


(Scheduled on our calendar, 
page 50, for May 18-31) 


OBJECTIVE—This promotion is designed to 
stimulate interest in vacation-time sports gear 
and is timed just prior to the summer months 
that weather and tradition have combined to make 
vacation-time from jobs and school. 


WINDOW—Should contain a wider assortment 
of merchandise than suggested in window illus- 
tration. Potted plants, evergreen branches, or 
colorful travel folders are substitutes that can 
be used in place of the cardboard cut-out moun- 
tains, to provide the background atmosphere. 


IN-STORE DISPLAY—A vacation-time theme 
should be carried throughout the in-store displays 
to tie-in with window. Here, colorful travel folders 
can be used quite effectively in the various sec- 
tions of the department. Folders, picturing boat- 
ing areas showing lake and seashore scenes, can 
be combined with large detail maps of lakes and 
streams, in the boating, outboard motor and fish- 
ing sections. Local travel agencies, as well as local 
train and bus transportation companies will usu- 
ally cooperate in supplying this literature which 
will have scenes appropriate for use in the various 
sections. ADVERTISING — In whatever media used, 

These folders and maps not only call attention should be direct not only to the entire family 
to the promotion, but, quite often attract cus- but individual members of each family. There 
tomers or hold them once in the store, as they should be something for “Mom,” “Dad” as well 
study details regarding routes, camp sites, scenic as the teen-age son and daughter and of course 
attractions, etc. the small fry group. 























LATEST 
pMPROVEP The New 


je Mipec... We New BYES w|| STORE IMPROVEMENT KIT 
nt ’ 
“al CALIPER It contains a large graph sheet and scaled 


MADE ENTIRELY 
iz 





°> : 
ri «OF STABILIZED, RUST-RESISTANT modules, representing table and wall fix- 
Pn, STAINLESS STEEL tures, along with many ideas and complete 
fT The fine finish will not instructions for effecting changes in store 

tarnish or deteriorate ¢ H 
| im many years layout, full modernization or step-by-step 
NEW DULL CHROME 2 on ; a improvements. Our readers may procure 
VERNIER SLIDES . Ai A SPECIALLY LONG VERNIER : * 

to read the thousandths. this valuable kit for one dollar ($1.00). 


FINISHED FOR EASY READING Bi aca rm ‘ A HARDENED PHOSPHOR. Ss 
AT NO ADDITIONAL CosT SESCUMERNEEINE Geonze cajestetts aie end money order or check today. 


retains accuracy. 
Request Illustrated Folder showing complete line of 3 EASY READING SCALES — 


saankenetes ~~)" ‘yaabamaiecammed,._. Haanabionoms HARDWARE WORLD SERVICE BUREAU 
(GEORGE SCHERR CO., Inc. Regn eat sit Restrveeiees b 
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MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
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Wendell 
Rideout 


Wendell L. Rideout has been ap- 
pointed sales manager of Withington, 
West Minot, Maine, archery and 
sports equipment manufacturers. Mr. 
Rideout will direct the promotion, 
marketing and sales of firm’s com- 
plete line of products. 


BIG HUNT—The boss at the A F. 
Lowe Lumber Company, Molalla, Ore- 
gon, is probably the most popular 
man in town. The firm closed their 
doors for 11 days during last deer 
season so that employees could take 
advantage of the deer hunting season. 


APPOINTMENT —John D. Mitchell 
has been appointed an assistant di- 
rector of sales of Remington Arms 
Company. His promotion makes him 
the company’s second assistant sales 
director. The other is Gail Evans, who 
has been an assistant director since 
1954. Prior to his new appointment, 
Mr. Mitchell served as manager of 
firm’s Commercial Sales Division. 


LIGHTWEIGHT LANDS HEAVY- 
WEIGHT—Mrs. Donna Barkdull, of 
Torrance, Calif., who weighs in her- 
self at something less than 110 lbs., 
got in the record books with a 257 
pound California Black Sea Bass that 
has been certified by the International 
Game Fish Association as the official 
women’s record in the 50-lb-test class 
for this fish. Fishing off Anacapa Is- 
land, California, Mrs. Barkdull took 
the big bass on Gladding’s 45-lb-test 
Donegal linen line, using a fiberglass 
rod and 6/0 reel. Mackerel was the 
bait, and the monster was hooked 
still-fishing, not trolling, from the 
Happy Jack, skippered by Carl Hanni. 


HEADS SALES—Dudley E. Simp- 
son has been appointed sales manager 
of Red Head Brand Company, 100- 
year-old manufacturers of hunting, 
fishing, boating and camping equip- 
ment and supplies. Mr. Simpson first 
joined the firm’s sales staff in 1949. 


NEW PRESIDENT FOR GUDE- 
BROD—W. T. Hooven has been named 
president of Gudebrod Bros. Silk Com- 
pany, Inc., succeeding E. D. Gudebrod, 
who has been elected chairman of the 
board. Mr. Hooven, who was formerly 
executive vice president, joined the 
firm in 1934. 
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fy Health-o-Meter 


Get set for spirited sales when 
your customers see the sieek 
look of the new Model 87— 
slimmest in the Health-o- 
Meter bath scale line. Easy- 
reading, 260-ib.. capacity 
Panoramic Dial shows 

even slight weight varia- 
tions without squinting. 

_ Practical, built-in handle 
makes lifting safe and 

sure. Beautiful, enameled 
finished colors set-off by 
chrome and gold trim. Safer, 
anti-skid vinyl platform mat 
is scuff-resistant too. Profitab/e, 
display the new Model 87, 
and watch traffic jam 

your store! 

Other Heaith-o-Meter bath 
scales from $7.45 to $42.95. 
Write today for information and 
quantity prices. 


Retails for only 


$1795 


Yet gives you 
maximum profit 


per sale! 


All-chrome 
Model 89 
$14.95 


All-gold 
finish 
Model 89G 
$18.95 


(Gad glot-t-m tile hahah malls lalla 
Denver and West) 


Health-o-Meter 


Precision-built weighing instruments for over 30 years 


CONTINENTAL 
SCALE 
CORPORATION 
5701 Claremont Ave. 
Chicago 36, Illinois 


For Details Circle 67 on INQU 
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NEWLY DEVELOPED EVANS 
CHALK line 


RETAIL 


More sontenat 
than any other 


Chalk Line made! 


¢ Built-in Plumb Bob tip for 
easy one-man work. 

* Slide action brake separate from 
rewind handle. Automatically 
unlocks on rewind. 

* Sturdy die-cast aluminum case 
practically indestructible. 

¢ Easy to fill. 4 turn screw opening 
— won't come loose accidentally. 

¢ Hook ring for one-man chalking 
and plumbing. 

* Rewind handle folds flush. 

¢ Unconditionally guaranteed. 

e Available with 50-ft. and 100-ft. lines. 


STOCK EVANS 
CHALK CARTRIDGES 
Spill-proof refills 


Perfect for use in any Chalk 
Line. Retail 10¢ each—one full 
ounce and Evans Replacement 
Lines—wound on reusable 
plastic reel. 

50 ft. 25¢ retail. 


RETAIL 
FROM 


$449 
6 ft. 


6, 8, 10, 12-ft. TAPES 
Stand Up Straight for One-Man Measurements 
: i 


telat: 
} 


FAMOUS EVANS 
DOUBLE MARKINGS 


Work in feet and inches? Hytyt | Wytyt 
Read Here |1 1 


Work in inches? 13 tale Atalnlt 


Evatia RULE CO. 


400 Trumbull Street - Elizabeth, N. J. 
For Details Circle 68 on Inquiry Card 
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INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a 


rt of the advertising contract. Ev 


pai 
care is taken to index correctly and no allowance will be made for errors or failure to insert 





Note: Figures in parenthesis () refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 72 
desiring further 
about advertisement. 


when information 


A 


Aluminum Goods Manufacturing Co. 
Third Cover 


American Pad & Textile Co. 
American Push Broom Co. 74 
American Steel & Wire Co. 2, 22, 30 


Bettis Corporation 
The Borden Co., Chemical Div. 


Cleveland Mills Co. 

Fuel & Western 
Div. (1) Front Cover 

Columbia-Geneva Steel Div., U. S. Steel 
OS sa wh «ss aiemes Se Baa Ock BV Shain fea 30 


Colorado Iron Corp., 


Continental Scale Corp. 
Corning Glass Works 


Crescent Tool Co. 


Diamond Calk Horseshoe Co. ............ 


Draper Maynard Co. 


Eclipse Lawn Mower Co. 


Evans Rule Co. 


Fuller Tool Co. 


General Metalware Co. 

Geyer Manufacturing Co. 

The A. C. Gilbert Co. 

Gilmour Manufacturing Co. 

Grabler Manufacturing Co. (20) 

John H. Graham & Co., Inc. (78)..Back Cover 
Great Neck Saw Manufacturers, Inc. .... 56 


Greenlee Tool Co. 


Hayes Spray Gun Co. 
Holt Manufacturing Co. 


Howard Manufacturing Co. 


I 
Ideal Brass Works, Inc. 
Irwin Auger Bit Co. (16) 
J 
Jackson Manufacturing Co. .............. 


Wm. Johnson, Inc. 


Keiser Manufacturing Co. .........-+6055 
Mathias Klein & Sons 

Knape & Vogt Manufacturing Co. 
Krylon Incorporated .......... epebese's 








L 


Listo Pencil Corporation 


M 
Marshall-Newell Supply Co. 
Marshalltown Trowel Co. .........-....-- 
The Metalware Corp. 
Robert E. Miller & Co., Inc. 
Moore Push Pin Co. 
Morck Brush Div., Pittsburgh Plate Glass 


National Paint & Varnish Co. (27) 


National Screw & Manufacturing Co. 


oO 
Oe Fiboe Wrash Co., THe... cc cciscocersser 


Peters Cartridge Co. 
Fayette R. Plumb, Inc. 
Portable Electric Tools, 
E. L. Price Pump Co. 
Proen Products Co. 


Red Devil Tools (2) 

Redi-Bolt, Inc. 

Reeve Company 

Regina Corporation 

Reliable Strainer Mfg. Co. 

Russell, Burdsall & Ward Bolt & Nut Co.. 


Ss 
Savage Arms Corp., Lawn Mower Div. ... 
Geo. Scherr Co., Inc. 
Southern Screw Co. 
The Stanley Works, Hardware Div. ...... 
Starline, Inc. 
Strataflo Products, Inc. 


U 
United States Steel Subsidiaries 
American Steel & Wire Co. ........ 2, 22, 30 
Columbia-Geneva Steel Div. ............ 30 
U. S. Steel Corp., Cyclone Fence Div... 
U. S. Steel Products, Boyco Div. ....... 
Upson Bros., Inc. 


H. Wenzel Tent & Duck Co. (10) . 
Wilshire Manufacturing Co. 
Wisler Western Arms 

The Wood Shovel & Tool Co. 


Yardley Plastics Co. ... 
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..and watch those profits 


JX®) grow! 


HOSEMASTER 


Exclusive pistol grip con- 
trol. Precision designed and 
quality produced to be the 
world's best hose nozzle. 
Leakproof and non-corro- 
sive. 





gilmour LAWNMASTER 


TWIN-SPIN § sprinkler. Full 
rotating at constant speed 
at pressures from 20 to 100 
Ibs. Sprays over 1800 sq. ft. 
with uniform coverage. 


gilmour LAWNMASTER 


SPIN-BOY sprinkler. Pat- 
ented working design. Sim- 
ple, rugged construction. 
Fan-like spray over 1000 
sq. ft. Light weight. Can't 
rust or clog. 


gilmour REELMASTER 


Fiberglas 2-way hose reel 
attaches directly to faucet 
or stakes out on lawn with 
special holder. Holds up to 
175 ft. of garden hose. 


gilmour hosemaster 
INSECTICIDE SPRAYER 


Fits garden hose for accu- 
rate mixtures without pre- 
mixing liquids. Up to 100 
gals. of solution without re- 
filling unbreakable  con- 
tainer,. 





MONEY BACK 
Factory 


GUARANTEED 


a 


. « by the world’s largest manufacturer 
of pistol grip hose nozzles. 


GILMOUR « 


MANUFACTURING CO. @ SOMERSET, PA. 
HOSEMASTER PRODUCTS 


For Details Circle 63 on INQUIRY CARD 
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Do floor nails 
rip into your 
Sander profits? 


rental sander 
always working 


For rugged 
rental trade. 


2 Only Holt Streamliner 8 
Floor Sander 

exhausts dust thru 
removable handle. 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”... no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 


Slip off old, slip 
on new cushion. 


Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 
break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. 


bl 


HOLT MFG. CO. Dept. K-4 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


26 


MANUFACTURING CO. 


BETTER FLOOR MACHINES 


FOR MORE THAN 30 YEARS 


Please send me folders describing Holt rental machines. 


NAME 





POSITION. 





FIRM 





ADDRESS. 








LINES WANTED 


Eastern Manufacturer with excellent 
distribution in New England states, 
Metropolitan New York area, Phila., 
Baltimore, Washington, D. C. area 
and State of Florida wishes additional 
lines for hardware, houseware and 
automotive trades on sales agency or 
distributorship basis. Warehousing 
facilities and paper work handling 
available. All replies held confidential. 
Address Box A-891, care HARD- 
WARE WORLD, 1355 Market St., 
San Francisco 3, Calif. 





WANTED 


Salesman for a large nationally 
known screw manufacturer. Prefer- 
ably a college graduate. Knowledge 
of fasteners and applications and 
sales experience with or thru indus- 
trial distributors desirable. Must be 
willing to travel. Straight salary plus 
expenses. All fringe benefits. Open- 
ings in Atlanta, Cincinnati, Los An- 
geles and Houston. Excellent oppor- 
tunity, write give full details. Address 
Box A-892, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, Calif. 





FOR SALE 


Hardware Store in North Central 
Washington on Main Highway, on 
edge of Wenatchee. Hardware, Gifts, 
Housewares, Paint, Garden Supplies, 
Sporting Goods, Plenty of parking 
space. 8 miles from Rocky Beach Dam 
being built on Columbia River. Fred 
B. Thom, Box 326, Wenatchee, Wash- 
ington. 





Announcements in this section are inserted at the rate of ten 
cents per word, including address or box number, with a minimum 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 











HARDWARE, No. W. Calif. XInt. 
bldg. eqpt. & fixt. $90 rent. Full 
price $22,000 (incl. $11,000 inven- 
tory). Dept. #23992. 


HARDWARE, SE Nev. $77,300 
gross. Est since 1940. No competi- 
tion. Compl. eqpt. & fixt. XInt. 
bldg. w/ A-1 lease. $38,500 w/inv. 
Dept. 24035. 


HARDWARE, So. Pa. — $75,000 
Gross— XInt. eqpt! R. E. option. 
Boom area loc! Expansion wholse. 
oppty! $42,500. Dept. #42410. 


APPLIANCE REPAIRS, Cen. 
Conn. (also air cond. install.) 
Gross $75,502! A-1 eqpt. incl. 4 
trucks! Top lines! Expansion oppty. 
$60M. Dept. #42425. 


HARDWARE, Maryland —Gross 
$30,000. A-1 accts. & eqpt. Prkg. & 
storage! $17,600 plus Inv. Dept. 
#42444, 


CHAS. FORD & ASSOC. INC. 
6425 Hollywood Blvd., Los Angeles, 
Calif. 











Dealer Honored by Civic Group 


COQUILLE, Ore. — Robert Mason, 
who is active in the management of 
the Mason Hardware and Paint com- 
pany, was recently selected by a group 
of Coquille business and professional 
men as the Junior First Citizen of 
Coquille, at the annual banquet of 
the town’s Junior Chamber of Com- 
merce. 


$100,000 Club Awards 


At the first formal meeting of a 16- 
year-old organization on January 18, 
Corning Glass Works presented their 
annual $100,000 Club awards. 

Executives from 25 hardware and 
housewares distributing firms gather- 
ed in Chicago to see Corning presi- 
dent, William C. Decker, make the 
awards to firms purchasing over 
$100,000 in Pyrex ware from the com- 
pany. 

Firms on the membership rolls from 
the West this year include: California 
Hardware Co., Los Angeles, and 
Union Metal and Hardware, Los An- 
geles, who have been members since 
the club was organized in 1941. Other 
Western award winners were Wesco 
Merchandise Co., Los Angeles; United 
States Hardware and Paper Co., Los 
Angeles; Skaggs-Stone Wholesale, 
Oakland; Morey Mercantile Co., Den- 
ver; and M. Seller Co., San Francisco. 


Richards Promoted by G.E. 


Pierce L. Richards, Jr., has been ap- 
pointed manager of marketing for 
General Electric’s automatic blanket 
and fan department. Mr. Richards 
joined the firm in March, 1955, and 
has served since that time as man- 
ager of fan sales. 


Deming Promotes Klein 


John Klein has been named assis- 
tant sales manager of The Deming 
Company. Mr. Klein, who joined the 
firm in 1949, has been manager of a 
district sales office and a sales rep- 
resentative for the firm in a South- 
east teritory. 
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Bakelite Furniture Rest 


Adjustable Rubber 
ushion Glide 


ae 


Monopoint Glide 





Bakelite Caster Cup 











RUBBER CUSHION GLIDES 


Wonderful for all wood \4 

and metal furniture. 

Glide softly, silently, 

smoothly. Set of 4 cn 

a 3-color card. 6 Sizes, 

5m”, %”, 1”, 11/16", 1%", 1%". 


PROMPT SHIPMENT 


Ask your jobber, if he is not supplied, write 


ROBERT E. MILLER & CO., INC., 


35 Pearl St., New York 4, N. Y. 
For Details Circle 71 on INQUIRY CARD 
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Set of 4ina 

3-color Box, 

12 Boxes in 
art 


Rubber Expander 
Tubular Glide 





on. Upholstery Nail 
ve tie 
ye !Ye"s 
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Adjustable Tubular 


Rubber 1 
Crutch Tip Spring Type 
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MIRRO 


THE FINEST ALUMINUM 


Dutch Oven 
5-qt., Retail $7.95 


The most in brilliant beauty and skillful 

design . . . the most in everyday usefulness, 

for every cooking purpose plus the savings = CA rn 
and health benefits of ‘‘waterless’”’ cooking S ; — — pte ie, a ie 
... the most in customer satisfaction 


and pride of ownership. 


It’s the most, too, in profit potential for you, 
with high-ticket units, high multiple and 

repeat sales opportunities, due to its striking 
“family” design, and the full markup you enjoy 
on all MIRRO merchandise. 


ON EACH KNOB 


Stock and display this highly desirable, profit-packed 
line, for your share of MIRRO’s growing 


tn OF true > 
‘> Guaranteed by ” 
Good Housekeeping ——— 
Stop wt 4 
45 aoveansco WS E =, 


“upper-bracket”’ market. » P . 





Covered Fry Pan 

{ 10%”, Retail $7.50 
a 

Dependable FUEL SAVER in cover signals Strainer Pan 


when to turn heat low, saving fuel and avoid- 3-qt., Retail $6.45 
ing food shrinkage. 


Y 


Unique cover closure forms a tight VAPOR- 
SEAL, retaining mineral and vitamin values. 


























Saucepan ror 
Double Boiler co A 


Covered Pan Casserole 


MANY USES: Sauce Pan—Covered Pan— 


wed ‘ " | Double Boiler—Casserole—Pudding Pan 
6-cup, Retail $4.95 


8-cup, Retail $5.45 | ; q ' Combination Pan—3-qt., Retail $7.95 buy from your MIRRO Jobber 


ALUMINUM GOODS MANUFACTURING COMPANY * MANITOWOC, WIS. 
Fifth Avenue Bidg., New York 10 Merchandise Mart, Chicago 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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105 Duane Street - New York 8, New York 








